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Labor may top all other recon- 
version problems of industry. 
* * 


Defeat of Japan will take an 
“absolute minimum” of from 1% 
to two years after Germany’s fall, 
OWI avers. 

* * * 

Secretary of Treasury Morgen- 
thau says there is “hope for some 
lowering” of taxes on individuals 
and corporations after Germany’s 
fall. 

* * * 

Buick’s M-18  tank-destroyer 
(Hellcat) is described by Capt. 
Charles R. Adkins, automotive ex- 
pert for the Army, as “the hottest 
thing in today’s armored warfare.” 

* * 

One auto executive thinks the 
auto industry has the worst sales- 
men of any industry selling to the 
public and is setting up a factory- 
sponsored program to train “intelli- 
gent and courteous” salesmen. 

* 


Material Costs 

On material costs for the first 
postwar cars, one auto official 
sums it up this way: . 

Glass, unchanged in price; tires 
up 50 percent; electrical equipment 
up 20 percent; steel up 10 to 15 
percent; upholstery up 20 percent 
if present price of wool prevails. 


Pay Peak ; 
Increasing 0.3 percent in July, 
the average hourly earnings of all 
wage earners in manufacturing in- 
dustry reached an all-time high 
of $1.072, according to the Na- 
tional Industrial Conference Board’s 
monthly survey of 25 manufactur- 
ing industries. The figure includes 


overtime. 


Must Wait on Japs 

Not the fall of the Nazis, but the 
capitulation of Japan, must mark 
the end of the U. S. controls on 
prices, wages and rationing, War 
Mobilization Director James F. 
Byrnes declared last week. 

“While we are prosecuting the 
war against Japan,” he said, “price 
control must continue just as 
wage control must continue, and 
the relationship between wages 


and prices must be stabilized.” 
* * *# 


Just Exploring? 

OPA Chief Bowles’ recent meet- 
ing with several automotive offi- 
cials, relative to postwar auto 
prices, was a bit of sparring 
around for suggestions and ideas 
for price-making, it’s learned. — 

OPA has released no information 
on the meeting, but it is under- 
stood that no concrete proposals 
nor decisions were made. None of 
the OPA’s price section or public 
relations men were present at 


the session. 


* * *# 


While We Talk 

Britain isn’t mincing words 
about making postwar cars. 
Already a limited number of 
autos, embodying lessons learned 
from the war, are being made on 
the British Isles, the Baltimore 
Sun quotes the British Board 
of Trade. 

B. of T. which corresponds to 
our WPB, disclosed that some 
materials and a small amount of 
labor have been released to 
manufacturers for making new 
peacetime models. Some of the 
cars are already undergoing 
road tests. Strikers at the Aus- 
tin plant say the cars are to be 
sold in Australia. 
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PRELUDE TO NEW CAR? 


Fishers Form 2 Corporations 


Articles for two new corporations—Fisher Motor Car Co. of 
Detroit, and Fisher Bros., Inc., of Delaware and Detroit—were filed 
last week by the Fisher brothers in all states. Declared purposes 
of the corporations are to design, manufacture, sell, repair and deal 
in airplanes, automobiles and “any and all automotive products.” 

A spokesman for the brothers late Friday declared that the 
action was taken to protect the Fisher name in the automotive 
field, but a formal statement was expected over the weekend. 
The incorporations confirm, in part, Automotive News’ prediction 


in the Sept. 18 issue. 


NEW OFFICERS of the Pennsylvania Automotive Assn. 
ht): BR. W. 


in Philadelphia. 
president; 
secretary-treasurer. 
director of NADA 
and S. 


(Seated, left to rig 
en 

; Henry J. Frit 

H. Parker, Pittsburgh. 


elected last week 
Frantz, Wiikes Barre, retiring 


E. J. Powell, Upper Darby, president; A. W. Golden, Reading, 
all vice-presidents, 
z, York; Guy Woodward, Washington (Pa.), 


R. C. Jones, Reading, 


Dealers Warned on Abuses 


In Time Sales Handling 


By M. C. Nissman 
Staff Correspondent 


PHILADELPHIA.—Warn- 
ing that automobile dealers 
are threatening a lucrative 
source of income by per- 


mitting serious abuses to 
creep into their handling of finance 
charges on retail time sales, R. C. 
Jones, of Reading, proposed last 
week before the convention of the 
Pennsylvania Automotive Assn. a 
program for dealers which he ad- 
mitted “may at first sound some- 
what revolutionary.” 

Jones said that he was not too 


Dealer Relief 
Seen in Vet 
Job Release 


WASHINGTON. — Possibility of 
some manpower relief for automo- 
bile dealers was seen last week in 
the lifting of all manpower con- 
trols from veterans of this war. 

The order, announced by War 
Manpower Commissioner Paul V. 
McNutt, also stipulates that vet- 
erans may be hired without regard 
to male employment ceilings. 

Previously, veterans were exempt 
from manpower controls for only 
60 days after taking their first 
civilian job. The order has imme- 
diate application to the 1,500,000 
veterans already discharged from 
the services. 

New provisions eliminate _ re- 
quirements that veterans obtain or 
present statements of availability 
in order to change jobs. 

While the order makes veterans 
eligible for a job without first 
clearing through the United States 
Employment Service, WMC said 
that any veteran who seeks em- 
ployment through the USES “will 
be entitled to a referral, as a 
matter of right, to any job of his 
choice.” The essentiality or prior- 
ity status of such a job will not 
be a factor. 


hopeful about the other two 
sources of profit for the dealer 
—service and car sales—in the 
postwar period. Competition 
from super stations and return- 
ing veterans may keep service 
volume small while the “used- 
car evils we have known in the 
past will be with us again—to 
the end that our total new and 
used car operation will return to 
us no more profit than it has in 
the past.” 


However, Martin Bury, president 
of the Philadelphia Automobile 
Trade Assn. hinted that dealers 
might not trade away all their 
profits on new cars when he asked 
whether dealers would come of age 
or “still give away our shirt in un- 
sound allowances.” 

And as for service, Ruel Logan, 
field engineer of Weaver Mfg. 
Co., said that a greater service 
market than has ever before ex- 

(Continued on Page 37, Col. 1) 


N 
MY 
CRAFT NEWS 


4a 


$4 Per Year, 15¢ Per Copy 


Nash Boosts Discounts, 
Plans ‘Bonus’ Cars 
For Fewer Dealers 


New Term Contracts Will Run Until Sept. 30, 1946; 
More Safeguards Provided in Franchise; 


Only 1,500 Dealers Are Planned 
By Pete Wemhoff 


Editor, Automotive News 


DETROIT.—Sights set on a major share of the post- 
war auto market, H. C. Doss, vice-president in charge of 
sales, last week revealed Nash’s aggressive long-range 
dealer program providing discounts “second to none,” sub- 
stantial bonus car allotments during the seller’s market, and 

—_—— 


more cars for fewer dealers. 
The “dealer package’ also 


provides a term contract run- 
ning to Sept. 30, 1946, and several 
new franchise safeguards. 
Designed to permanently 

strengthen the position of its 
dealers, the new 
Nash program is 
based on going 
“the whole way 
without compro- 
mise, in backing 
up dealers,” Doss 
declared. Disclos- 
ing the most com- 
plete dealer pro- 
gram announced 
to date, Doss 
gave Automotive 
News these high- 
lights: 

Nash will concentrate increased 

postwar deliveries (treble 1941’s 
total) on 1,500 important-market 
dealers, providing in the sellers’ 
market a car-bonus of 60 percent 
or more over basic contract for 
the first four years. Plan is aimed 
at placing fewer dealers on a sound 
sales, service and financial basis 
during the lush years, to create 
strong high-volume _ dealerships 
equipped for the competitive mar- 
ket later on. 

Discounts will be considerably 

higher than prewar, including 
retroactive volume discounts giv- 
ing Nash dealers one of the best 
combined discount structures in 
the low and medium-priced fields 
(Nash Ambassador Six and Nash 
600). 

Nash has reorganized its parts 

and service facilities and pro- 
gram, providing streamlined con- 
trols, an aggressive dealers’ facili- 
ties layout-planning department, 
and strong promotion plans for new 

(Continued on Page 38, Col. 1) 


H. C. Doss 


80,000 Trucks 
OK'd for °45; 
No Light Units 


DETROIT. — Authorizations for 
medium truck production for the 
first half of 1945 were announced 
last week by the Detroit regional 
office of the War Production 
Board. 


No program has as yet been set 
up for production of light trucks. 

Automotive division officials 
said the authorizations were allo- 
cated on an historical basis under 
a program calling for the produc- 
tion of 980,000 medium trucks. 
The years 1936 to 1940 inclusive 
were taken as the base period. 


A reserve of 4,000 vehicles, rep- 
resenting five percent of the pro- 
gram, was set up from which sup- 
plementary allocations were made 
to manufacturers whose true his- 
torical share was not a practicable 
minimum run. 

The authorizations follow: 

Available Truck Co., Chicago, 10; 
Brookway Motor Co., Cortland, 
N. Y., 169; Chevrolet, 27,407; Dodge, 

(See TRUCKS, Page 38, Col. 3) 


Traffic Toll in 1943 


Lowest in 15 Years 
WASHINGTON. — The lowest 
death rate in 15 years resulting 
from motor vehicle traffic acci- 
dents was set last year, accord- 
ing to a report released last 
week by the Bureau of the 
Census. The 1943 rate was given 
as 16.6 deaths per hundred 
thousand population in the re- 
port. The 1942 rate was 20.2. 


Senate Body Told of MPR 540 Violations 


Ceiling price violations and a shift 
in used-car sales from legitimate 
dealers to the black market was 
the picture of the used-car busi- 
ness painted here by witnesses who 
appeared last week at the Senate 
small business committee hearing 
at the Hotel Muehlebach, con- 
ducted by Senator Kenneth S. 
Wherry, of Nebraska. 

Some 30 dealers from five Mid- 
western states attended this second | 
“grass roots” meeting, the first of 
which was held a week previously 
at Omaha. 

Ralph Knight, chairman of the | 
used-car committee of the Motor | 
Car Dealers Assn. of Greater | 
Kansas City, cited inequities in | 
the ceiling order, asserted that it | 
was forcing dealers out of busi- | 
ness and _ thereby threatening | 
transportation and emphasized | 
that while the association was co- | 
operating in its enforcement, the | 


KANSAS CITY, ee 


r 


members were opposed to the 
order and pledged to work tire- 
lessly “to have this dangerous and 
destructive order rescinded.” 
Witnesses said that while deal- 
ers here sold only 151 cars so far 
this month, 189 cars were sold by 


Postwar Cars Allowed 


Bright, Shiny Trim 

DETROIT.—Bright and shiny 
will be the first postwar cars, 
since WPB last week revoked 
L-69 limitation orders and will 
now permit manufacturers to 
use all the chrome, cadmium 
and nickel- plated trimmings 
used before the war. 

Bumpers, grilles and other 
parts, which were only single- 
plated on the late 1942 models, 
can now be double-plated, it 
was ruled. 





| to relieve the situation. 


individuals. Senator Wherry said 
the testimony he had heard re- 
vealed that price ceilings have 
tended to freeze the source of sup- 
ply to dealers. 

With dealers both here and at 
Omaha expressing disapproval 
of price ceilings on used cars, 
Senator Wherry stated that pro- 


| duction of new cars, even on a 


small scale, would no doubt help 
New 
cars on the market automatically 
would tend:to set ceilings on 
used cars, lessening the need for 
governmental ceilings. 

Witnesses at the hearing testi- 
fied that the ceiling prices gen- 
erally bring only the poorer grade 
of cars to dealers. The good used 
cars, generally clean, are now be- 
ing sold between individual and 
individual, who, witnesses said, 
often disregard the ceiling price. 
One witness said a $560 overcharge 

(See USED CARS, Page 8, Col. 5) 





2 
S 


AUTOMOTIVE NEWS, 


ecial Consideration Asked... 


Reconversion Needs 


Outlined by Industry 


By Pete Wemhoff 
Editor, Automotive News 

DETROIT. — Blueprinting for 
Washington correspondents the in- 
dustry’s reconversion § problems, 
automotive officials Thursday listed 
the following as the most urgently- 
needed steps to be taken by the 
government to speed the transi- 
tion to new-car production: 

Awarding of high priorities for 
the building of bottleneck ma- 
chine tools, so that these critical 
machines will be available V-E 
(Victory in Europe) day. 
Permission for the preparation 
of prewar tools and dies so 
that they will be ready for use at 
the earliest moment. 
Formulation of a definite pol- 
icy to expedite the clearance 
of plants and disposal of govern- 
ment materials. 
Predetermination of what mili- 
tary production must continue 
for the Japanese war, so that auto 
officials can plan plant layouts, etc. 
Integration of government 
agencies concerned with recon- 
version problems, so that one de- 
cision instead of multiple decisions 
can be made. 

Thirty-five correspondents, in- 
cluding those from New York and 
Chicago as well as the Detroit 
automotive press, were present at 
the conference as part of a two- 


Chevrolet Purchases 


789 Machine Tools 

WASHINGTON. — Chevrolet 
purchased last week 789 ma- 
chine tools from the Defense 
Plant Corp., it was announced 
by Jesse Jones, secretary of 
commerce. 

The price was said to be 
$2,379,000. The tools were under 
lease to Chevrolet, Jones said, 
and the sales price for the two- 
year-old equipment was about 
61 percent of the cost to the 
government. 


day tour of auto plants and di- 
rected questions at a brasshat 
roundtable composed of Alvan 
Macauley, chairman of Packard 
and president of the Automotive 
Council for War _ Production; 
Henry Ford II; K. T. Keller, 
Chrysler president; C. E. Wilson, 
General Motors president; C. C. 
Carlton, vice-president of Motor 
Wheel; George T. Christopher, 
Packard president; A. M. Wibel, 
Nash vice-president; S. G. Baits, 
Hudson vice president; C. W. 
Davis, secretary-treasurer of Davis 
Tool & Engineering Co.; E. A. 
Clark, vice-president of Budd 
Wheel, and George Romney, man- 
aging director of ACWP. 

Many of the questions asked 
by the out-of-town newsmen 
have been oft-answered by in- 
dustry leaders, but they served 
to point up again the complicated 
problem of reconversion in an 
industry that has been totally 
converted to war production for 
two and one-half years. While 
many of the reconversion ans- 
wers cannot be supplied until it’s 
known when the war will be 
over, the auto officials were 
unanimous in the belief that the 


JOHN BATHRICK (right), 


congratulates John Woodman (left) 


several steps mentioned could be 
taken at once without harm to 
the war effort. 

On the question of clearing 
plants, Christopher pointed out 
that merely cutting back a war 
production order 
would not free 
space or machin- 
ery; complete 
termination of a 
contract is neces- 
sary to effect 
that, he said. 


K. T. Keller 


Keller, citing 
the need for 
simplified govern- 
mental controls 
on reconversion, 
declared he hoped 
the industry 

eeaniel would get’ the 
same cooperation on reconverting 
to new-car production as_ it 
got when converting to war out- 
put. Keller said that, before 
Chrysler can convert to car pro- 
duction, it will be required to (1) 
move out. $50,000,000 worth of gov- 
ernment machinery; (2) clear 17,- 
000,000 feet of plant floor space; 
(3) move out 100,000 tons of gov- 
ernment materials; (4) set up 


124,000 machine tools of its own; 


(5) put in 1,000 miles of conveyor 
system, and (6) overhaul a million 
jigs, dies and fixtures. 


Wilson summarized the indus- 
try’s thinking on _ reconversion 
problems, and proposed that all 
industries completely converted to 
war production be given considera- 
tion over those industries only 
partly converted during the war. 

Speaking for the parts industry, 
Carlton declared that the 800 firms 
in this category had the same 
problems in 
smaller degrees. 

He urged imme- 
diate lifting of 
restrictions on the 
manufacture of 
replacement parts 
and those on 


Cc. C. Carlton 


dealer inventor- 
ies. He pointed 
out that with the 
nation’s trans- 
portation system 
near a breaking 
point, sufficient 
replacement parts 
will be vital until new cars are 


produced in volume. 

Asked to give their estimates on 
the time required to reconvert if 
(a) V-E day came tomorrow and 
(b) if V-E day came after maxi- 
mum advance preparations had 
been made, all agreed that it would 
take six to eight months under 
premise (a) and three to four 
months under the alternate 
premise. 


C. E. Wilson 


Southern California zone manager of Pontiac, 


on being appointed new dealer in 


Culver City, Calif., while E. J. Chapman, assistant zone manager, looks on. 


Woodman has 
assistant zone 
different times. 


manager in Los 


The 


been nine years with Pontiac and has held the position of 
Angeles, 
new firm will be known as Woodman Motors. 


San Francisco and Portland at 


| 


R. A. PIERCE, assistant manager, 


Ww. 
Titus Motor Co. 
by the Titus plant in Tacoma, 


C. Patterson, manager, Northwest branch, and 
happily oe ae 
ash, 
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Northwest branch, Ford Motor Co.; 
Leon E. Titus, head of 
2,000th reconditioned motor produced 


Rayon Cord to the Fore 


Dr. Cadwell Sees Its Use in All Truck Tires; 
Cotton Okay for Car Carcasses 


By Robert M. Finlay 
Managing Editor 

DETROIT.—In the future, vir- 
tually all truck and bus tires will 
be made with rayon cord, Dr. 
Sidney M. Cad- 
well, director of 
tire development 
for United States 
Rubber Co., said 
here last week 
in revealing that 
rayon cord has 
increased the per- 
formance of syn- 
thetic truck tires 
as much as 375 
percent compared 
with tires made 
of cotton cord. 

However, he predicted continued 
use of treated cotton cord in 
passenger tires, since cotton is 
good enough for all practical pur- 
poses and its cost is less. 


Future use of synthetic rubber 
in tubes is assured, Dr. Cadwell 
believes, since GRI (butyl) is as 
good if not superior to natural 
rubber and GRS in four respects. 
GRI encloses dirt, it resists heat, 
it resists tearing, and it holds 
air three times as well as na- 
tural or GRS rubber. 


In discussing tire cord with 
newspapermen before his address 
Friday to the Engineering Society 
of Detroit, Dr. Cadwell said that 
rayon cord was the most important 
factor in developing a better syn- 
thetic truck tire. Nylon, he said, 
is stronger and is better from a 


New Low-Price Ford 


Foreseen in Postwar 

PITTSBURGH. — Henry Ford 
II said here last week that the 
Ford Motor Co. intends to build 
a sufficient range of models to 
entirely cover the automobile 
market in the postwar period. 
It was possible, he said, that 
after the war the market may 
again see a lower-priced car 
than any that have been offered 
the public since “my grand- 
father’s famous Model A.” He 
said that “my grandfather and 
the rest of us at Ford are think- 
ing along these lines.” 

He also said that “such a car, 
if it was built after the war, 
would necessarily follow in the 
sequence of production the regu- 
lar line of Ford, Mercury and 
Lincoln cars. We are not think- 
ing in terms of a miniature 
doodlebug type of automobile— 
we are thinking in terms of 
best utilization of space and 
weight. The logical result of 
such planning would mean a 
better car eventually for the 
American family.” 


Dr. Cadwell 


| President C. K. Whittaker and Vice-President Stanley Whitworth. 


safety standpoint, but it will not 
give more wear and its cost is 100 
percent more than that of rayon. 


“Because rayon is much stronger 
yet thinner than cotton cord,” Dr. 
Cadwell said, “a lesser’ thick- 
ness of it can be used, resulting in 
a lighter tire which runs much 
cooler. Thus, by reducing the 
amount of heat normally incurred 
in synthetic tires, fewer failures 
will take place.” 


In addition, he said, a substantial 
saving in rubber is also achieved 
through the use of thinner rayon 
cord. Explaining that a heavy 
gauge cord requires a heavy gauge 
of rubber and a lighter gauge cord 
a lighter gauge of rubber, Dr. Cad- 
well stated that the rayon carcass 
needed less rubber in its con- 
struction. As a consequence, car- 
cass thickness is further reduced 
by using less rubber as well as 
using a lesser amount of tire cord. 


In conjunction with Dr. Cad- 
well’s talk here, U. .S. Rubber 
staged an_ exhibition in the 
Rackham building showing the 
many problems encountered in 
building tires. Devices showed 
the advantages of rubber, which 
conducts heat, over tires that 
retain the heat, the noise factor 
in tires, the problems of tread 
design, and the strength of vari- 
ous cord. 


It was pointed out that glass 
cord has several times the strength 
of nylon, but its flexing qualities 
are poor. Chemists are still con- 
tinuing their experiments in the 
hope of exploiting the promise it 
appears to hold out. Other dis- 
plays showed how rubber is steam- 
treated to reduce groove cracking 
and how experiments are con- 
ducted to improve the gripping 
quality of the tread. 


REUNION 


Marmon, Franklin and Stutz, 


IN LOS ANGELES—When Fred Moskovics, 
recently 


Unions Ask WPE 
For Session Witf 


Management 


WASHINGTON.—A joint labor- 
management meeting with 
to discuss automotive reconversion 
problems was formally requested 
by WPB’s Automotive Labor 
visory committee here last week. 

J. A. Krug, acting chairman 
WPB, suggested that the com 
mittee draw up a specific ageng 
for such a meeting, after whieh 
WPB will consult with manage 
ment and decide on the propo 


Krug told the committee tha 
current improvements in output o 
war equipment will bring the 
production for the year within twa 
or three percent of the scheduled 
quota. While emphasizing tha 
overall war production picture i 
encouraging, Krug pointed out the 
most concerted efforts will be 
quired to produce the volume o 
some types of equipment whick 
will be required by the armed 
services, particularly combat tran 
ports, combat cargo carriers, heg 
artillery, large-calibre ammunitio# 
heavy trucks, heavy bombers, and 
radar equipment. 


The labor advisory committé 
consisting of representatives fror 
unions in the automotive indust®y, 
was provided with comprehensi 
information concerning future we 
production requirements, as we 
problems affecting reconversion of 
the industry. 


The labor spokesmen on the ‘ad- 
visory committee received repo 
on procedures whereby contgae 
adjustments and cutbacks wi 
handled by the procurement serv- 
ices after clearance with the 
duction executive committee of @ 
War Production Board. Members 
of the committee approved pre 
sions of a directive issued by fh 
director of war mobilization on 
Sept. 21, providing that labor agd 
management shall both be supplied 
with all information about cu 


backs which will be helpful in pian 


moting orderly reconversion. 


Wage Increase 
Means Inflation, 


GM Declares S 


WASHINGTON.—A crack in the 
Little Steel formula would “op a 
the door to inflation,” H 
Anderson, vice-president in charge 
of personnel of General Mota S, | 
told the National War Labo 
Board Saturday. 

The NWLB is considering 
increase in the formula for sta- 
bilizing wages, as demanded b 
union leaders. The GM statemer 
which Anderson read, opposes any 
such increase. 


“The danger of an uncontrollab! 
spiral of rising living costs will 
continue until the wartime backlog 
of consumer demand has been, 
largely met,” Anderson declared. 
“If the stabilization policy ji 
abandoned and there is no dis 
crimination against any class, then 
higher wages and higher salari¢ * 
will result in higher rents ang 
income of other kinds.” 

Foreseeing runaway inflation € 
the Little Steel formula is cracked, 
Anderson said that GM believes i . 
. 
. 


a] 


support of the Stabilization A 
“insofar as it is designed to keep 
the cost of living from rising 
further under inflationary pre 
sures.” 


former head of 


visited Los Angeles, he enjoyed 4 


reunion with two of his long-time friends at the Studebaker Pacific Corp.— 


Moskovics 


has just become industrial consultant for the A. O. Smith Co., steel products 


maker. Here they are, pictured in 


front of the West Coast Studebaker, 


plant’s Army-Navy E banner, left to right: Whittaker, Moskovics, Whitworth. 
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= price ceilings. 


the heat of discussion of the 


N 
satin I pros and cons of used-car price 


regulation, it is perhaps not sur- 
prising that I have been charac- 


*» terized by some dealers as a turn- 


coat. It is of course, a matter of 
record that for almost a year I 
marshalled all the facts and logic 
within my power to influence the 
government not to impose used-car 
These facts and 
logic are just as valid now as they 
were then. I anticipated all of the 
difficulties that used-car ceilings 
would bring, and what is happen- 
ing now but confirms my early 
convictions. 

In presenting these arguments 
I was naturally cognizant of the 
fact that used-car prices were 
spiraling. I also knew that this 
spiraling of prices was not the 
fault of automobile dealers, but 
was encouraged and promoted to 
a large degree by speculators 
who had no permanent interest 
in the automobile trade. They 
were newcomers in the field. 
They had little investment in the 
business, and were looking for 
some ready money. But the onus 
of the situation fell upon legiti- 


mate automobile dealers. 
* * * 


No Great Harm 


To Economy 

REALIZED too that if ceilings 

were not imposed, the popular 
cars eventually—perhaps by now— 
might be selling at $2,000. There 
would be no great harm in that, 
from the standpoint of the na- 
tional economy. While it would 
be true that some person paid the 
high price for it, someone else got 
that high price. And perhaps the 
extra money irivolved in the trans- 
action meant more to the seller 
than it did to the purchaser, whose 
need for the car was far greater. 

I am not saying these things to 


justify my position. I don’t mind 
Just Among 
» Dealers 





Congratulations to the following 
dealers who are celebrating their 
birthday anniversaries this month: 

E. Jack Beatty (Oldsmobile), 

Denver, born Oct. 4, 1894, at 
Bowling Green, Mo. 

Georce W. Pearson (Chevrolet), 


Alvin, Tex.—Oct. 6, 1900 at 
Talala, Okla. 
Howarp M. SmitrH (Buick-Pon- 


tiac), Port Arthur, Tex.—Oct. 10, 
1883, at Taylor, Tex. 

Norman W. ScHaerer (Dodge- 
Plymouth), Olympia, Wash.—Oct. 
10, 1911, at Seattle, Wash. 

Lr. At. W. ALLEN (Buick-Olds- 
Cadillac), Cedar Rapids, Ia.—Oct. 
13, 1907, at Elkader, Ia. 

Roy E. Murray (Buick-Chevro- 
let), Butte, Mont.—Oct. 16, 1889, 
in Kentucky. 

Georce B. Kopr 
Toledo, O.—Oct. 
Toledo. 

Sypngy F. CoTren 
Petersburg, Va.—Oct. 
at Petersburg. 

LeRoy Casper (Ford-Lincoln- 
Mercury), Syracuse, N. Y.—Oct. 
19, 1881, at Howe Cave, N. Y. 


Davw Georce Ketity (Dodge), 
Grand Forks, N. Dak.—Oct. 24, 
1890 at Perham, Minn. 

- * xk 

Grorce H. Jones (Ford), Corpus 
Christi, Tex., was born Feb. 24, 
1895, in Oklahoma City. He 
started out as a Ford salesman in 
Oklahoma City in 1916, and as an 
automobile dealer in 1922 with the 
Ford line at Cherokee, Okla. With 
his partner, F. E. Hargis, he now 
operates Ford dealerships in both 
Corpus Christi and Houston, Tex. 
He is past president of the Corpus 
Christi chamber of commerce and 
past commander of his American 
Legion Post. He is now vice- 
president of the Corpus Christi as 
well as the Texas automobile deal- 
er associations. In summarizing 

(Continued on Page 32, Col. 4) 


(Chevrolet), 
16, 1889, at 


(Buick), 
17, 1889, 


By John 0. Munn 


Dealers’ of salesmen’s comments, questions or requests may be 
addressed to John 0. Munn in care of Automotive News, Detroit, 
and the writer’s name will be kept In confidence if requested. 





















criticisms—I encourage them. 
While many of these denuncia- 
tions come from dealers who are 
sincere in their criticisms, the 
bulk of them are tirades from 
so-called speculators who are 
now effectively put out of busi- 
ness by the regulation. 
* * # 


Might As Well 


Face Facts 
DIDN’T make the regulations— 


I tried to prevent them. But! 


now that they have been imposed 
upon us by the national govern- 
ment, my attitude is that we 
should all cooperate to the very 
best of our ability and give them a 
good trial. Nations in wartime 
have to have leadership. We may 
as well learn now, as we shall cer- 
tainly have to in the postwar 
period, to cooperate. We must dis- 
associate ourselves from pressure 
groups, and do the things which 
are necessary for the general good. 
Cooperation of all groups—labor, 
farm, industry, trade and govern- 
ment—is the only method by which 
this nation, a democracy, can 
maintain its position of leadership 
and remain a prosperous country 
for all foreseeable time. 


If your place of _ business 
should burn down, you wouldn’t 
spend the rest of your life be- 
moaning that fact. You would 
make a fresh start from there 
and do the best you could. You 
wouldn’t like to have your build- 
ing destroyed; perhaps you didn’t 
like to have the used-car regula- 
tion imposed. But we must face 
the facts as they are; we can’t 
let our disappointment influence 
our judgment or interfere with 
our future opportunities. 

* * * 


Dealers Handling 


More Sales 

NDER used-car ceilings, there 

are some definite advantages. 
One is that used-car prices won’t 
be allowed to spiral so that many 
dealers would be ruined by having 
a large inventory of high-cost cars 
on hand when new-car production 
starts. Another is the increase in 
the percentage of sales handled by 
dealers. After Pearl Harbor, 75 
percent of the used-car business 
became “casual” sales. Of the re- 
maining 25 percent a large part 
was handled by the speculator and 
but a small proportion by the 
franchised dealer. 

Already under the _ used-car 
regulation this situation has 
shown a marked change for the 
better. Consider the August re- 
port from the nine _ counties 
around Pittsburgh, for instance: 
Warranty sales by dealers.. 932 
Non-warranty sales by 


NI ae ss alee aan ies 490 
Individual-to-individual 

NE on oe Ka diwe Fw 1,678 
We OMNOR i vcuasse es nancdex 3,100 

Even more favorable is the 
Toledo report for the same 


month, for the 19 surrounding 
counties: 

Warranty sales by dealers.. 679 
Non-warranty sales by 


eR A errr ere 436 
Individual-to-individual 
OO re ree re rere 1,088 
WG ONO . gg ose ses cease 2,203 
* ok x 
Inventories 


Selling Out 


HESE figures show, as they do 
pretty well throughout America, 
greatly increased dealer participa- 
tion in used-car sales as compared 
with the situation prior to July 
10, effective date of the regulation. 
Dealers tell me they are sell- 
ing out their inventories. Fewer 
cars are now being sold by their 
owners than in the spring and 
summer months. There are a 
number of reasons for this. One 
is that not so many boys are 
now being inducted into the 
armed ferces. Another is that 
people who had little use for 
(Continued on Page 22, Col. 4) 
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Dealers in Uniform 
(One of a Series) 





LT. COL. JOHN H. GARD- 
NER, Dodge dealer in Upper 
Darby, Pa., is now in the 
ordnance department at Fort 
McClellan, Ala. 


Born in Bethel, N. C., on 
Dec. 7, 1893, Col. Gardner 
has been president of the 
Pennsylvania Automotive 
Assn., president of Delaware 
County Dealers Assn., and 
vice-president and director of 
the Philadelphia Automotive 
Trade Assn. 


OPA Aids Dealers 
Caught with Low 
Truck Tire Stock 


WASHINGTON.—Tire manufac- 
turers are now permitted to trans- 
fer a limited number of new truck 
tires to dealers without obtaining 
ration certificates from the dealers, 
according to an Office of Price 
Administration ruling last week. 


The action, which became effec- 
tive Sept. 28, was designed to 
facilitate the movement of new 
truck tires from manufacturers to 
dealers, with some improvement 
in distribution and_ service to 
consumers. 


When OPA invalidated certifi- 
cates for large-size truck tires on 
July 30, many dealers were caught 
without adequate inventories and 
without means of restocking such 
inventories, it was stated. 


The new ruling will make it 
possible for dealers to obtain ad- 
ditional stocks of truck tires as 
soon as production increases. It 
will also provide a way for new 
truck tires to move promptly into 
dealers’ hands as military require- 
ments are curtailed and more 
truck tires are made available for 
civilian use. 


To transfer truck tires under 
last week’s action, a manufac- 
turer must comply with certain 
requirements. 


It costs you about a penny-a-day to 
keep abreast of the automotive news— 
better renew NOW! 






RICHMOND, Va.—As a fore- 
runner of prosecutions under the 
used-car price regulation, and the 
new Virginia Motor Vehicle Dealer 
Licensing Law, the Automotive 
Trade Assn. of Virginia has had 
published in a number of news- 
papers throughout the state, a 
series of advertisements, putting 
the public on notice as to the pro- 
visions of both measures. 

Of the 975 new and used-car 
dealer places of Virginia, 940 have 
been inspected by the commis- 
sioner of motor vehicles. He issued 
licenses to 611 while 354 have 
either been rejected or held up 
pending improvements to comply 
with the law. 

The applications of 86 former 
used-car dealers have been defi- 
nitely rejected and their lots have 
been closed. 

The Automotive Trade Assn. is 
checking all person-to-person title 
transfers from lists compiled from 
the records of the Commissioner 
and is able to pick out those in- 
dividuals who are selling cars 
without licenses. 

A grocer, reported to the com- 
missioner by the association as 
selling cars without a license, has 
a record of nine cars sold in 
Richmond in one month. 

A railroad brakeman in another 
city is being charged with selling 
seven cars without a license. 

Buyers of cars in person-to-per- 
son sales are being mailed a letter 
and questionnaire, in which the 
association offers to check the 
price paid with the ceiling price 
and assist the buyer in recovering 
any overcharge. 

The association is working in 
close co-operation with OPA offi- 
cials and the State Division of 


1,050 Vehicles 
Disposed Of by 
Army in South 


BIRMINGHAM, Ala.— Between 
500 and 600 dealers were present at 
the recent army sale of surplus 
vehicles at Camp Forrest, Tenn., 
according to Anderson, 
executive secretary of the Auto- 
mobile Dealers Assn. of Alabama. 
A total of 1,059 vehicles was dis- 
posed of, including trucks, com- 
mand cars and motorcycles. 

“Some of the dealers present 
stated it was their first time at 
these sales, while others said they 
had attended previous sales and 
were much pleased with the man- 
ner in which these sales were con- 
ducted,” reported Anderson. 

“Several reported good profits 
from purchases they had made. 
With this actual experience of 
dealers, we again urge dealers to 
consider carefully these surplus 
motor vehicle sales opportunities 
which may well fill in the period 
awaiting production of new 
vehicles.” 

Anderson said that because of 
the olive drab color and lack of 
cleanliness, the vehicles were not 
appealing at first glance. The 





policy with most dealers is to re- 
condition the units, repaint some 
of them and sell them with a 
warranty. 





IDAHO AUTOMOBILE dealers believe in cooperation and friendly relations 


as competitors. 
of E. RK. 


Fred Landrus, used car dealer; 


suits, were Otto Koenig, Buick, and 


Above is a group of Coeur d’ 


lene dealers who were guests 


} Elliott, Ford dealer, recently on a cruise on Lake Pend O’Reille, 
site of Farragut Naval Training Station. 
c Jud Broderick, Oldsmobile; 
Dodge-Plymouth; Cliff Knudssen, Chevrolet, and Elliott. 
| down Elliott’s boat while he directs the operation. 

| cruise, but who do not appear in the 


Those appearing in the picture are 
Al Wyman, 
The boys are washing 
Other dealers on the 
Bistate because of lack of swimming 
Ifay Robinson, Studebaker. 


Va. Dealers On Guard 


Warn Public of Provisions of MPR 540 
And New Licensing Law 





Motor Vehicles to stamp out black- 
market operations and the sale of 
used car by non-licensed persons, 
in the hope and expectation that 
many of the so-called person-to- 
person sales will hereafter be 
channeled through dealers. 


Only one case has reached the 
Courts in Virginia and this re- 
sulted in a $100 fine against a 
man who was selling used cars, 
using his residence as his place 
of business. 


25% of Dealers 
In Indianapolis 
Out on Warranty 


INDIANAPOLIS. — With the 
deadline passed, 25 percent of the 
automobile retailers in this coun- 
ty have not filed for authority to 
warrant cars, the OPA district 
office revealed last week. Morgan 
E. Pickard, chief clerk, said used- 
car regulations required the filing 
by Aug. 31. and those who did not 
do so may be required to refund 
to purchasers money collected 
under warranty provisions of the 
regulations. 


A total of 626 automobiles were 
warranted during August and 182 
were sold without warranty. 


Snow to Operate 


Rebuilding Shop 


CHICAGO.—Lynn S. Snow, first 
vice-president of the National 
Automobile Dealers Assn., former 
president of the 
Chicago Automo- 
bile Trade Assn., 
and a Ford dealer 
for 30 years, will 
hereafter operate 
Snow Bros., 
which he heads 
in suburban Oak 
Park, as a re- 
building firm, he 
announced last 
week. 

The Ford deal- 
ership of Snow 
Bros. has been taken over by the 
Jim Hills Co., with no change 
from the 1011 South Blvd. location. 
Hills has been with the Ford 
Motor Co. for the past 18 years, 
and was most recently wholesale 
manager at the Chicago branch. 
Snow foresees a big and expanding 
market in the rebuilding field. His 
brother Earl will continue with 
him in a directing capacity. 


Hartford Dealers 
Name Palmer 


HARTFORD, Conn.—The Hart- 
ford Automobile Dealers’ Assn. 
held its first meeting of the fall 
season at the Heublein Hotel re- 
cently, and named the following 
officers: 


President, G. J. Palmer, Harring- 
ton Palmer Co. (Chrysler-Plymouth 
Distributor); vice-president, Jesse 
Blumenthal, Universal Motors 
(Ford), West Hartford; secretary 
and treasurer, J. R. Johnson, John- 
son Auto Co. (Nash). 


An unusual system of assuring 
good attendance is used by the 
Hartford dealers. Dues of $75 per 
year are paid in advance and then 
at each meeting each dealer in 
attendance is rebated $5. Ten 
monthly meetings each year gives 
the dealer a rebate of $50 if he 
has attended all the meetings. 





Snow 





25th Convention Set 


By Minn. Dealers 


MINNEAPOLIS.—The board of 
directors of the Minnesota Auto- 
mobile Dealers Assn. has selected 
Nov. 9 and 10 as the tentative 
dates for the association’s “silver 
jubilee” convention, Glenn  B. 
Atcheson, general manager, an- 
nounced last week. 


At the annual convention the 
new board of directors, being cur- 
rently selected by Minnesota deal- 
ers, will be announced. 





It takes a strong fish to swim against 
the current and a good dealer to 
stay in business now! 
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D di > Sea 
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OUR FIELD DEFINED 
Automotive: Self-propelling, hence, of, pertaining 
to, or concerned with, vehicles or machines, as auto- 
mobiles, airplanes, or motorboats, that contain with- 
in themselves means of motion, control, é direction, 
as, automotive engineering—Webster’s New Inter- 
national Dictionary. 


Political Football? 

OLITICS and the political power of certain pressure 

groups are already beginning to rear their ugly heads 
in the outlining of some of our most important postwar 
problems that have to do with the basic economy of 
all of the people. 

The intention of Will Clayton to step out as adminis- 
trator of surplus property, because he was unable to sell 
Congress on the idea that sales policies should aim solely 
at recovering as much as possible for the taxpayer, and 
not be designed to care for certain groups, is just one 
instance. 

How much influence Clayton’s act will have on deterring 
the new three-man surplus goods board from turning the 
sale of surplus goods into the shameful and ruinous grab-bag 
for speculators, which it was following World War I, should 
be determined in the near future. 

Borrowing the theme song of a national radio advertiser, 
“We must be vigilant” should be the watchword of every 
American businessman—especially those of us who make 
up this great automotive industry. 

Reports that Congress will revise its recently-enacted 
surplus act, after the November election, to provide safe- 
guards for both business and government, are still “reports” 
at present. But let’s hope it’s true, and that we may avoid 
catastrophe in war goods sales this time. 


You Guess! 
HEN the Big Three of the auto industry and the out- 
| of-town newspaper boys confronted each other last 
week at the Auto Council’s reconversion session, another 
attempt was made to pierce the shroud surrounding post- 
war auto prices. The repartee consisted of: 

“How much will the new Chevrolet cost—35 percent 
more?” 

Replied Charles E. Wilson, GM president: “I think that’s 
a mild exaggeration myself. Of course, WLB is holding a 
hearing in Washington to decide whether the stabilization 
policy is to go, paving the way for general wage increases 
and a spiral of inflation. So I certainly don’t know now 
what the new Chevvy will cost. 

“But I do feel that when prices rise, it is doubtful 
whether it would be wise or possible to reduce them and 
even more doubtful whether it would be politically possible 
to reduce them.” 

Interrupted K. T. Keller, Chrysler president: “I wish 
you would tell us what the new Chevvy will cost.” 

Noted Henry Ford II: “The first one out has quite a 
problem.” 

Retorted Wilson: “Mr. Ford here has a new one coming 
out at $500.” 

Replied Ford: “Oh, no, someone else has. But we'll 
put out a low-priced car, as low as anyone at least.” 

Insisted reporter: “Then you don’t agree with OPA 
Chief Bowles that you can produce and sell cars for the 
1942 price?” 

Affirmed Wilson: He 
better than that.” ‘ 

And what all this repartee really amounts to? You guess. 


“Certainly not! should know 


If you read my column on ra- 
tioning a couple of weeks ago 
(Automotive News, Sept. 4), you 
probably got the idea, or I hope 
you did, that I don’t think this 

plan has_ been 

MORE AND very successful in 

MORE OF _ the United States. 

THE SAME! I received more 

than the _ usual 
number of letters commenting on 
this column but I have to admit 
that they all agreed with me. 
What I was really anxious to have 
was a protest from someone point- 
ing out that I was “all wet” in my 
deductions. Maybe if I keep harp- 
ing on the subject, I will stir some- 
one who has the facts available 
to challenge my analysis. 

* * * 


Within a week after I wrote the 
column and mentioned particularly 
sugar, we woke up to the fact that, 
in Detroit at least, there was no 
sugar to be had although it was 
the height of the housewives* 
fruit-canning season. Suddenly 
one piece of sugar on the coffee 
cup saucer appeared and the open 
sugar bowl vanished from the cafe- 
teria counters! This bothered me 
because it seemed to dispute my 
argument against continued ra- 
tioning of this staple and I began 
to wonder. Today, however, I ran 
across some figures which are re- 
ported to be from the latest official 
report to Congress on government 
holdings which included “sugar, 
4,520,490,000 pounds, not including 
that held by WFA and the Army 
and Navy.” Now, I am not very 
good at figures but it looks to me 
as if this means 30 pounds per 
man, woman and child, even if we 
today had a population of 150,- 
000,000. A per capita of 30 pounds 
in storage, in view of the fact that 
this is the heaviest sugar produc- 
ing and refining period of the year, 
would give us enough without ra- 
tioning if it were properly dis- 
tributed. So, until someone con- 
vinces me differently, I am going 
to stick to my argument that by 
and large, rationing to date has 
been a failure in these United 
States. 

* * * 

You may recall, I suggested too, 
“gasless Sundays.” For this a 
laborite took me to task because 
I advocated depriving the factory 
man of his one day of relaxation. 
Since then, I have learned that 
our sister-republic to the South, 
Mexico, worked this out to every- 
one’s satisfaction by having one 
“gasless-day-a:week.” And _ that 
day can be selected by the car 
owner to meet his own conveni- 
ence. He carries a sticker on his 
car “This car must not be driven 
on Monday,” Wednesday, or what- 
ever day of the week he selects. 
I still believe that one gasless day 
a week would effect a saving suffi- 
cient to make ordinary grades 
ration-free. There is surplus of 
low-octane gas good enough for 
my driving. Ill take my own 
chance of wearing out my own 
car and my own tires! Few 
Americans like “wet nursing” by 
government brain-trusters, and we 
have our own way of getting 
around laws we don’t like and 
don’t believe in. A _ sticker-law 
would make the public the police- 
man to enforce the law and would 
be a death-blow to present day 
bootlegging and chiseling. Don’t 
you agree? 

* * + 

Here’s one for the books: A 
manufacturer I know has a small 
plant in upper Michigan in a 
small town where the employment 
of less than a hundred women on 
a small item for military use has 
been a godsend to the villagers. 
Recently, he received an abrupt 
cancellation, and the women work- 
ers were laid off. My friend, dis- 
turbed over what he considered 
unfair treatment of his employes, 
worked night and day to redesign 
a small tool he had made in pre- 
war, substituting available metals 
and plastics to take care of the 
small production planned. He filled 
out several pages of necessary 
forms for OPA, waited three weeks 
but no reply. He followed by a 
personal call in Washington and 
was advised that the form he had 
filled out had been altered. Would 
he please do them all over again 
he did! He was then asked if he 


Political 


In This Corner 


‘Causes Interest........ 


Football 
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The views expressed in this column are those of our readers. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Flying ‘Wagon’ 

In Automotive News, Sept. 4, the 
York Manufacturing Co. is men- 
tioned in connection with a Flying 
Station Wagon. 

We are interested in contacting 
this company and are wondering if 
you could furnish us with their 
address. 

Your cooperation in this matter 
would be very much appreciated.— 
L. Mayer, President, Cole-Hersee 
Co., Boston. 

EDITOR’S NOTE: The mate- 
rial for our story was sent to us 
by Ernest Schlieben, vice-presi- 
dent in charge of engineering, 
York Research Corp., 101 Park 
Ave., New York 17, N. Y. 


Stupidity 

In our opinion the used car ceil- 
ing effective July 10th is very un- 
fair, is not based on January, 1944, 
levels and that absolutely no cen- 
sistent thinking was given the mat- 
ter. 

It is another one of those things 
literally taken from “THE BOOK” 
(Factory List Prices) which have 
no bearing on actual market prices. 
It seems that the ACCEPTED 
Used Car Guides, Blue Books 
etc. that are used by dealers, 
bankers, finance and trust com- 
panies were never even referred 
to. 

The OPA MPR 540 states under 
Paragraph (1) One “1. Specific dol- 
lars-and-cents prices AT THE 
LEVELS OF JANUARY 1944—are 
set up by model and body type for 
23 makes .. .” 

From our experience the prices 
“set up” for Cadillac are actually 


would sell the product at $1.14, the 
former wholesale price. To which 
he replied that the substitutions in 
materials effected a savings which 
would permit a price of 94 cents. 
Whereupon OPA said, “Ah! Now 
you will have to tell us what your 
price would have been if you had 
used the substitute materials when 
you were selling for $1.14!” In 


the meanwhile, as you can well | 


imagine, the villagers are finding 
ample time to sit around the radio 
at home and listen to promises of 
“jobs for all’—at least for all the 
bureaucrats!-—G.MS. 


50 percent or more below the 
levels in January 1944. 

What a dealer pays out in 
for a car in January, 1944, es 
lishes pretty well a basis for 
retail market. At any rate, le 
assume that for the moment. 


And now we want to give 
two contrasting examples 
from our books that prove f 
“stupidity” and ridiculousness 
the regulation. : 

1. In January, 1944, we paid a 
in cash $900 for a Model 7523— 
Cadillac Sedan. It was reconditié 
ed and sold for $1,495—now 
new ceiling permits us to sell 


= 


| same car for $3.156 or $1,661 MOR. 


than we sold it for. 

2. In January 1944 we paid a 
in cash $1,900 for a Model 610 
1941 Cadillac Coupe. The OPA “A 
Is” ceiling price on this car 
$1,470 or $430 LESS than we pa 
for it. 

Naturally, we will appreciflte 
very much anything that you seé 
fit to do to bring about a fairer, 
truer and saner regulation.—H. © 
Warren, President, Warren-Cadil- 
lac, Inc., Minneapolis. > 


Coming Even 
5-7—Los Angeles (Hotel Biltmore). st 


OCTOBER 


tional Aircraft Engineering & Pro- 
duction Meeting. ; 

9—Seattle (Washington Athletic Club 
Annual meeting Washington Auto- 
motive Trade Assn. 

18—New York (Hotel Roosevelt). Autf®, 
mobile Old Timers fifth annua 
meeting and luncheon. 

19-20—Richmond, Va. (John Marsh 
Hotel). Automotive Trade Assn. 
Virginia annual convention. 


NOVEMBER 
3—Atlanta (Ansley Hotel). Annué 
convention Georgia Automobile Deal- 
ers Assn. 
9-10—Tulsa (Hotel Mayo). SAE N 
tional Fyels & Lubricants Meeting. 
10-16—Chicago (Hotel Sherman). N 
tional Standard Parts Assn. annu 
convention. 
DECEMBER 
8-9—Billings, Mont. (Northern Hote 
—Montana Automobile Dealers 
Annual convention. 
4-6—Chicago (Hotel Knickerbocker 
SAE National Air Cargo Meeting. 
JANUARY (1945) 
|$-12—Detroit (Hotel Book - Cadillac), 
' §AE Annual Meeting. 
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Is Yours Among These? 


Sasa ARE LETTERS and wires of application for 
Packard dealerships—-received in one day’s mail. 

Some are from long-established dealers, wanting to 
switch to a better product and a better franchise. 


Some are from successful salesmen, eager to get into 
business for themselves. They know that today offers 
the opportunity of a lifetime. 


Some are from business men in other fields, who see 
the tremendous possibilities in motor car dealerships. 
Why have these men singled out Packard? 
| 


... because they have heard about Packard's post-war 


ASK THE MAN 


expansion program to build 200,000 cars a year—double 
Packard’s best peacetime year. 


. .. because they know the quality of Packard cars— 
and the amazingly high owner loyalty that adds to the 
pleasure and profit of doing business with Packard 
owners. 


. because they know Packard's war-production 
record has created public good will that means better 
business after the war. 


If you have been putting off writing, this is the time 
for action. Write, or wire, the Packard Sales Depart- 
ment at 1580 E. Grand Blvd., Detroit 32, Michigan. 


WHO OWNS ONE 


PACKAR 


Precision-built Power 


MUSTANG WARHAWK HURRICANE MOSQUITO 


LANCASTER ARMY 


fighter fighter fighter fighter-bomber bomber rescue boat 
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Snoozes While PATA Burns... 


OPA Reported Ignoring 
U.C. Ceiling Violations 


PHILADELPHIA. — Members of 
the Philadelphia Automobile Trade 
Assn., incensed by numerous in- 
stances of breakdown in enforce- 
ment of used-car price ceilings, 
charged last week that “no honest 
effort is being made by the Office 
of Price Administration to enforce 
price ceiling regulations or to 
compel individuals or dealers to 
comply with the requirements.” 

This charge was contained in a 
letter from Martin H. Bury, 
PATA president, to Frank J. 
Loftus, district director of OPA. 
The letter warned that if OPA 
fails to take some constructive 
action, “it will be impossible for 
us to continue to control the 
attitude of our members towards 
Price Regulation 540.” 

‘It is a known fact,” Bury 
wrote, “that OPA requirements are 
being openly flouted by unscrupu- 
lous individuals and dealers while 
the legitimate law-abiding dealers 
sit idly by waiting for the legal 
action on the part of OPA which 
will correct the evil. We can cite 
scores of cases of legitimate deal- 
ers who have steadily lost money 
in their business since the ceilings 
became effective; yet many so- 
called curbstone dealers and small 
lot operators are doing a land- 
office business. 

“It is quite common for in- 
dividuals to call at the show- 
rooms of legitimate dealers try- 
ing to sell their privately owned 
automobiles for prices widely in 
excess of the ceilings. Since these 
individuals do not sell for the 
base price ceiling, and since in 
most cases they finally do dis- 
pose of their cars, the inference 
is obvious. 


“We understand, of course, that 
many sellers of automobiles who 
have made errors and whose 
transfer certificates have reflected 
these errors, have been called into 
your office and have been required 
to turn over to your office the 
difference between the price se- 
cured and the actual ceiling price 
of the car. These, however, are 
for the most part technical errors 
and such action in no way stops 
the activities of the flagrant and 
regular violators. 


“Times without number, our 
members have brought specific in- 
tances of violations to the atten- 
tion of your office, where they 
have apparently been stalemated. 
At least nothing has been done 
about it. On two occasions, our 
members have come to your office 
with reports of individuals who 
wish to sell their cars far in excess 
of ceilings. The two dealers in 
these two cases each offered to 
buy the cars with their own money 
if your office would have a repre- 
sentative on hand to detect the 
violation at first hand and take 
action. Both offers were refused. 


“We have no way of determining 
whether you can or will attempt 
to enforce the regulation. But, we 
have already determined that no 
serious effort towards enforcement 
has yet been started. If you in- 
tend to enforce the regulation the 
time is very late to begin doing so. 
If you have no intention of doing 
any more than has been done dur- 
ing the past three months, we can 
only submit to you that it will be 
impossible for us to continue to 
control the attitude of our mem- 
bers towards Price Regulation 540.” 


James Sees Returning Vets 
As Most Critical Buyers 


INDIANAPOLIS. —Service men 
on their return to civilian life will 
present the automobile industry 
with the most critical and style- 
conscious market in its history, 
William S. James, chief engineer of 
Studebaker Corp., said here last 
week. 

James, who addressed’ the 
Indianapolis chapter of the So- 
ciety of Automotive Engineers, of 
which he is national president, 
explained: 


“It can be appreciated why 
the vet will be critical. This is a 
mechanized war. Millions have 
been trained in the operation 
and service of ground, air and 
sea equipment. Their engines, 
vehicles and weapons have been 
the best that men and money 
can provide. 


“That these millions will also 
be style conscious is more of an 
assumption. But if you can recall 
the experience of the earlier post- 
war period, you will remember 
that discharged service men 
sought to forget the drabness and 
standardization of military life. 
They wanted something different. 
Whereas in prewar years we dealt 
largely with conservative markets, 
it is entirely possible that the 
postwar will popularize radical 
merchandise. This will influence 
automobile design.” 


Automobile body designers will 
be in a better position to satisfy an 
appetite for novelty than the 
chassis engineer, James pointed 
out. 


Regarding the possible contribu- 
tion of ordnance research to peace 
products, James was not too 
optimistic. 

“Industry has learned some 
things, of course, that will apply 
to civilian life,” he said. “With 
the pooling of the best brains in 
@ common cause, we would be a 
dull lot if this were not true. 
It is well to keep in mind, how- 
ever, that our research has been 


solved conceivably will affect the 
automobile. At Studebaker we 
know more about mass production 
to close tolerances through our 
manufacturing of Flying Fortress 
engines. We know more about 
parts and material failures be- 
cause of rugged,  off-the-road 
operation of vehicles like the 
Weasels and our military trucks. 

“One of our benefits readily may 
be a wider knowledge of all- 
weather technical difficulties. In 
the global war our products have 
been assigned to both arctic and 
tropical climates. 

“In this connection we have 
learned more about sealing chassis 
against erosion. To test our trucks 
for desert supply lines, we built a 
dust laboratory where a complete 
vehicle could be subjected to 
storms of varied intensity. This 
approach would never have been 
possible under peacetime condi- 
tions, because dust erosion was a 
minor service ailment.” 
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how cables for terminal boards of radio compass transmitters and receivers are assembled. 


World’s Business Men 
Meet in U.S. Nov. 10 


B Driver Gas Hikes 


To Wait, Says OPA 

WASHINGTON.—Proposed in- 
creases in the gasoline rations 
allowed essential B card drivers 
were vetoed last week by the 
OPA. 

This idea was shelved by Max 
McCullough, newly appointed 
ration chief, who was said to 
have decided no such provision 
of gasoline allotments is war- 
ranted prior to defeat of Ger- 
many. Another objection was 
that ration boards would be 
flooded with applications, with 
only a few drivers qualifying 
for increases. 


Cadillac Chiefs 
Confer With 
Field Men 


DETROIT.—D. E. Ahrens, gen- 
eral sales manager of the Cadillac 
Motor Car division, and major 
staff executives have returned 
after holding regular annual meet- 
ings with individual field represen- 
tatives at New York and Chicago. 

District managers and district 
parts and service representatives 
from the west were called to Chi- 
cago, where E. F. Upson, assistant 
general sales manager for Western 
U. S. was in immediate direction 
of the two-day business sessions; 
while agents in the east assembled 
at New York on the call of R. L. 
Newton, assistant general sales 
manager for the eastern half of 
the country. 

Other factory officials participat- 
ing included George W. Otto, gen- 
eral parts and service manager; 
R. L. Rickenbaugh, merchandising 
manager; J. A. Browne, head of 
business management, and E. T. 
Smith, organization manager. 

Field representatives were called 
individually before the factory 
group for informal discussions of 
each distributor operation, with 
particular emphasis on prepara- 
tions for greatly expanded postwar 
volume. 


WASHINGTON.—Eric A. Johns- 
ton, president of the Chamber of 
Commerce of the United States and 
member of the sponsoring com- 
mittee of the International Busi- 
ness Conference, announced last 
week that representatives of busi- 
ness men from at least 30 Nations 
will attend the world-wide gather- 
ing at the Westchester Country 
Club, Rye, N. Y., Nov. 10-18, to dis- 
cuss postwar world trade and 
commerce. 

“Business organizations of some 
40 nations, comprising all the 
United Nations, have been invited 
to send representatives to an 
International Business Conference 
this fall,” Johnston said. 

“Twenty-eight of them already 
have accepted. Each is sending a 
maximum of six delegates and six 
technical advisers to the meetings. 

“International trade is conducted 
mostly by business men. They 
know far better than any other 
group how it should be operated. 
Governments can do only so much. 
Business must carry on from that 
point.” 

Johnston spoke in behalf of a 
sponsoring committee, composed of 
the presiding officers of four lead- 
ing United States business organi- 
zations which called the confer- 
ence. Other members of the Com- 
mittee are Eliot Wadsworth, chair- 
man, American section, Inter- 
national Chamber of Commerce; 
Robert Gaylord, president, National 
Assn. of Manufacturers; and Eu- 
gene P. Thomas, president, Na- 
tional Foreign Trade Council. 
These men will select and make 
public soon the names of the six 
United States delegates to the 
conference. 

Topics on the conference agenda 
will be wholly international in 
scope. While the delegates will 
develop their own discussions, sub- 
jects so far suggested include: 
commercial policy of nations; cur- 
rency relations among nations; 
transportation and communication, 
and cartels. 

Temporary conference  head- 
quarters, in New York City, is re- 
ceiving cablegrams of acknowl- 
edgement and acceptance, which 
indicate that the Western Hemis- 
phere will be represented in full, 
with delegates arriving not only 
from all Latin American countries, 
but also from Canada and Iceland. 

The following countries have 
been invited to the conference: 

Argentina, Australia, Bolivia, 
Brazil, Canada, Chile, China, 
Colombia, Costa Rica, Cuba, 
Dominican Republic, Ecuador, 


Probst Appointed 
To Reo Research 


LANSING. — Karl Probst, engi- 
neering designer with the automo- 
tive industry since 1906, has been 
appointed to handle special as- 
signments in Reo’s research de- 


partment, Reo announced iast 
week. 

Probst was formerly associated 
with Reo in 1908 in the engineer- 


Later he became 


€ 
Egypt, Eire, El Salvador, Great 
Britain, Guatemala, Haiti, Hon& 
duras, Iceland, India, Iran, Ifaq, 
Mexico, New Zealand, Nicaragua 
Panama, Paraguay, Peru, Portug; 
Russia, Spain, Sweden, Switzerland, 
Turkey, Union of South Africe 
Uruguay and Venezuela. f 
Since business men in enemy- 
occupied nations, now in progres 
of being liberated by Allied arm 
are not yet free to travel abroad, 
invitations to them have been de 
ferred. It still is hoped, howeyér, 
that the liberation process may be 
completed in time for them to sen( 
delegates to the conference on #iie 
same basis as nationals of other 
countries. 


Autolite Gets 
Go-Ahead On 


Civilian Heaters * 


DETROIT. — Approval of thre 
“spot authorizations” to permit re- 
sumption of civilian production wag, 
announced last week by the Toledé 
district office of the War Produc- 
tion Board. These were the firs 
such approvals in the Toledo dis- 
trict. 3s 

Electric Autolite Co., Toledo, waah™ 
granted permission to make 3/600 — 
automotive heaters during the third 
and fourth quarter. The compap® 
had $45,052 in frozen inventofies 
of partially fabricated heaters, ang 
with $4,680 additional, will be abl® 
to complete liquidation of their In- ~ 
ventory. Only five additional me 
will be required, with high schoor 
students working on a part-tifie 
basis packaging the auto heate 
for shipment. é&: 

The other firms make ice-cream 
dippers and venetian blinds. 


3,000 New Cars 
October Quota 


WASHINGTON. — The Octo 
quota of new passnger cars aval 
able for rationing has been set a 
3,000, with regional and national 
reserve of 600, the Office of Pri 
Administration announced le 
week. This is the same quota 
that for August. 

Current inventories of new pas- 
senger cars are now below 20, 
normally less than a_ two-da 
supply. 

The October quota by regions 
as follows: 


Region 

I (Boston) 

II (New York 

III (Cleveland) 

IV (Atlanta) 

V (Dallas) 

VI (Chicago) 

VII (Denver) 

VIII (San Francisco) 406 


- 


National Reserve 


he 


3 “ 


New S. C. Auto Firm 


CONWAY, S. C.—Conway Automotive 
Products, Inc., was formed _recenti#® 
with authorized capital of $2,000 
deal in automobiles, trucks, tires, aut 
accessories, etc. a . Cox is pres 
dent; rele Wall, vice president, ay 
Sarah V. Fore, secretary-treasurer. 


on special-purpose products de- 
signed for destruction. There are 
no counterparts of bombsights, 
400-mile-an-hour fighter planes 
and 30-ton tanks on the retail 
shelves. 

“A few of the problems we have 


HUDSON HAS DELIVERED its 4,000th Hudson Invader engine to the 
armed forces to propel invasion craft. With each engine delivering 250 rated 
horsepower, the 4,000 represent more than 1,000,000 horsepower. The 4,000th 
engine shown accepted by Comm. Robert Velz (right), in charge of 
the Detroit Naval Inspection District, delivered 263.7 horsepower in its test. 
t A. Taylor, works manager for Hudson; W. G. 
LeFevre, assistant inspector of Naval material for the Detroit district; 
Lieut. Comm. H. S. Dilcher, executive officer of the Detroit Naval Inspection 
District; H. M. Northrup, vice-president of Hudson, and Comm. Velz. 


ing department. 
head of Probst, Shoemaker, Mer- 
rill, automotive consulting engi- 
neers in Detroit. In 1940, he was 
Co., Butler, Pa., by WPB as con- 
called to American Bantam Car 
sulting engineer. 


Pictured, left to right, are: E. 
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*“A Good Neighbor Moves In 
and Takes Over 






44 After several years of friendly relationship as a 
business neighbor, I was able to purchase the 
Goodyear Service Store at Wichita Falls, Texas, 
and continue its operation as The Paulk Tire 
Company. 


“This was late in 1939. Since then, our activi- 
ties have expanded to include recapping and the 
prospect has been improved with an eye to post- 
war increases. Business is good and we expect it 
to continue so. 




















“Perhaps it is not unusual, but this is one in- 
stance where a large corporation and a small inde- 
pendent dealer work together in perfect harmony. 
We are with Goodyear 100% and are indeed 
happy to be counted a part of the Greatest Rubber 
Company of All. 7 










=. 
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‘GOOD7YEAR 
Mis 







~ PARTNERS FOR PROGRESS 


419 dealers have flown the Goodyear flag for 25 
years or more ... 1269 for 20 years or more... 
2594 for 15 years or more . . . 4268 for 10 years 
or more ... a record of long and successful 
association unmatched in the industry. 


This case is not unusual. Goodyear stores will 
be sold at a fair price to any properly quali- 
fied person who can satisfy the company as 
to his financial and business ability. 


And Goodyear will continue to be the out- 
standing “Dealer Company,” working with 
a far larger group of independent dealers 
than any other tire manufacturer. We offer 
to all Goodyear dealers the benefit of our 





GOODFYEAR 


wide experience in merchandising. This 
includes store fronts, floor layout, identifi- 
cation, displays, advertising, fixtures and 
lighting. 

For many years, the Goodyear franchise 
has been the most valuable and the most 
valued in the industry. We believe that this 
franchise will be even more important and 
effective in the future than in the past. 





THE GREATEST NAME IN RUBBER 
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ose Government Restrictions... 


Canada Dealers Favor 
Factory Conferences 


By Roy Carmichael 
Staff Correspondent 

MONTREAL.—All questions re- 
lated to factory-dealer relations 
should be left to the dealers them- 
selves to negotiate with their re- 
spective factories, the Federation 
of Automobile Dealers Associations 
of Canada was urged last week by 
the federation‘s postwar planning 
committee. 

The committee also recom- 
mended that the federation main- 
tain its past policy of opposition 
to any government action that 
would restrict dealer operations, 
and also that opportunities be de- 
veloped by the federation so that 
local associations wil have cause 
to meet regularly to discuss prob- 
lems and keep up the cooperative 
spirit developed during the war. 

Dealers will have more cars than 
the public can absorb within a 
reasonably short time after the 
war ends, Rene B. Perrault, chair- 
man of the postwar committee of 
the federation told the annual 
conference . 

Before an assembly of 500 dele- 
gates from all parts of Canada, 
and representatives of 53 trade 
organizations, Perrault said such 
cars would be priced right and 
would be acceptable to the public. 

“In 1939,” he continued, “our 
export to.other parts of the British 
Empire and Commonwealth com- 
posed 43 percent of our total ex- 
ports. Thirty-three percent went 
to the United States and 24 percent 
to other countries. Our Committee 
on Industrial Reconstruction sees 
a different picture in 1951, when 
these figures will probably change 
to 63 percent to the Empire, 32 
percent to the United States and 
oly five percent to other 
countries.” 

Perrault contended that, although 
the United States was the logical 
trading partner of Canada, exports 
to that country’ were limited 
mostly to forest products and non- 
ferrous metals. He warned that in 
the postwar world Canada would 
find itself in the difficult position 
of trying to obtain money from 
exports to the Empire, in order to 
buy American dollars to _ settle 
accounts in the United States. 

“It is a recognized fact,” he said, 
“that after the war, Great Britain 
will not have the cash to buy our 
products. She will want to ex- 
change goods if she is to sell what 
she manufactures, and she will ask 
the United States to lower her 
tariffs. To this the United 
States will reply with a demand 
that Britain cancel her Empire 
agreements.” 

The postwar planning com- 
mittee’s report concluded with a 
warning to dealers that some men 
in business and industry would 
have to do “some fence mending in 
the realms of public relations.” 


Ellis Mills Gets 
Third E Star 


MONSON, Mass.—A. D. Ellis 
Mills, Inc., recently was awarded 
the third star on its E flag. 

The firm manufactures automo- 
tive and aircraft upholstery cloth. 
D. W. Ellis is president. 


A 
revision of 


POSSIBLE postwar car. 
1942 types with 


This Brooks Stevens 
emphasis 


Shortages and manpower problems 
had made many forget their man- 
ners, and omit friendliness’ in 
business dealings. 


C. Douglas Taylor, of Montreal, 
head of the advisory committee to 
the motor vehicles controller, pre- 
sented a report which showed that 
the committee had played a large 
part in keeping vital transportation 
lines open for war industry and 
public service. Work of the com- 
mittee of dealers in imported ve- 
hicles was reported on by Charles 
D. Roblin of Winnipeg. 

The presidential address of E. L. 
Dubois, of Hamilton, stressed the 
benefits of cooperation in business 
and reviewed the results obtained 
by the federation since its incep- 
tion in 1941. E. A. McCullough, 
secretary, reported that member- 
ship had increased almost 75 per- 
cent since the opening year. 

Alfred P. Sloan jr., chairman, 
General Motors Corp., in an ad- 
dress, remarked on Canada’s won- 
derful postwar possibilities. In an 
interview Sloan predicted the auto- 
mobile industry would be able to 
earry out its reconversion plans 
and be ready to sell cars six 
months after the end of the war 
with Germany. There would be no 
revolutionary design in the post- 
war car but it would cost more 
than its prewar counterpart, he 
believes. 

Extended use of aircraft by civil- 
ians was still many years away 
and he described civilian ambition 
to own a jeep just a fad. 

R. A. Hutchinson, president of 
Studebaker of Canada, said pro- 
duction lines would begin turning 
out new cars four to six months 
after the green light was given. 

George H. Pratt, vice-president 
of Hudson, said revamped 1942 
Hudson cars would begin to come 
off assembly lines within 90 days 
after receiving the go-ahead 
signal. 

Ben Sadowski, of National Mo- 
tors, Ltd., Toronto, was elected 
president of the federation at the 
final session. He succeeds Emile L. 
Dubois, of Hamilton Motor Prod- 
ucts, Ltd., Hamilton. 

Other officers elected were: R. 
J. Logue, Sydney, N. S.; P. O. 
Messier, Montreal, and Charles G. 
Carter, Winnipeg, vice-presidents; 
E. -A. McCullough, Calgary, secre- 
tary; S. C. Forbes, Brantford, trea- 
surer; and S. C. Collier, Hamilton; 
J. A. Hearn, Toronto; Arthur 
Thomas, Moose Jaw; Fred Charley, 
Edmonton; S. V. Sisson, Moncton, 
N. B., directors, and Howard B. 
Moore, Torton, managing director. 

Sadowski, a native of Massey, 
Ont., is a member of the Society of 
Automotive Engineers, vice-presi- 
dent of the United Welfare Chest 
in Toronto, a member of the board 
of the Canadian Welfare Council, 
member of the Canadian Youth 
committee, member of the executive 
committee of the Red Cross in 
Toronto, and a director of the 
American Jewish joint distribu- 
tion committee. He is a graduate 
of the University of Toronto. 

Besides his interest in National 
Motors, Ltd., Toronto, Sadowski 
owns the St. Clair-Oakwood Motor 
Sales Co. and the Danforth Motor 
Co. 
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PHOENIX FORD DEALER change announced. 
Pacific Coast automotive leader and financier, as the new owner of 
Consolidated Motors in Phoenix, Ariz., 
manager of the Ford branch office in Los Angeles. 
his post as vice-president of the Universal C.1.T. Credit Corp. (San Francisco 

Ww. Phoenix civic leader, 


Mullan, 


division). Wayland, 


Used Cars 


(Continued from Page 1) 
was found on a Buick sale only 
last week. on 


Dealers stressed the point that 
only by keeping their businesses 
going can they provide repair. 
facilities to keep the dwindling 
supply of cars in operating condi- 
tion. Senator Wherry said prite 
control must not be allowed to 
force dealers out of business. . 

Senator Wherry pounded the 
desk vigorously when he was 
told that no meetings had been 
held with industry representa- 
tives by the OPA from Feb. 2 
until the time the ceiling order 
went into effect only July 10. 
The senator brought a round of 
applause when he said that “con- 
sulting with representatives (of 
the industry) is more important 


_| than all the opinions of lawyers,” 


Appointment of Read 


is announced by Nelson F. Bowe, 
Mullan recently resigned 


and John L. McAtee, a 


new partner who has been with Consolidated Motors for the last 12 years, 


compose the balance of the directorate. 
Ford, Mercury and Lincoln sales agreement with Bowe 


inking 


Machine Tool Firms Stress 
Need for Quick Action 


to more than $350,000,000. August 
were $34,817,000, pre- 


WASHINGTON.—War programs 
will be delayed and production of 
machine tools needed for peace- 
time conversion will be seriously 
affected unless manpower consid- 
eration is given the machine tool 
industry, the WPB advisory com-: 
mittee for the industry warned at 
its meeting here last week. 

Committee members emphatical- 
ly stressed the fact that re-em- 
ployment in the automotive and 
other peacetime industries depends 
upon the early supply of machine 
tools. 

Manpower assistance has not 
been given to the industry this 
year, nor has it received defer- 
ments for key personnel, members 
of the industry committee empha- 
sized. The importance of sustain- 
ing machine tool production is 
fully appreciated by the War Pro- 
duction Board, government repre- 
sentatives said. Steps will be 
taken to bring the situation to the 
attention of the War Manpower 
Commission, area production 
urgency committees and man- 
power priority committees, they 
added. 

The backlog of unfilled rated 
orders for machine tools on Aug. 
31, 1944, amounted to $195,000,000, 
WPB officials said. While this 
represents a decline from the back- 
log of $211,000,000 on Dec. 31, 1943, 
the present backlog is substanti- 
ally above that of the low point 
of $153,563,000 on March 31, 1944. 
Machine tool shipments for the 
first eight months of 1944 amounted 


Canada Moves 


To Curb U.C. 
Black Market 


TORONTO.—As a check against 
payments for used cars above the 
ceiling price, purchasers of used 
passenger cars must in the future 
take their receipt of sale to the 
Canadian Oil Controller’s Office 
for new gasoline ration book, it 
was announced here last week. 

The receipt is on an official form 
which must be made out in tripli- 
cate at the time of sale with all 
pertinent data, and must be signed 
by two witnesses. One copy goes 
to the purchaser, One remains with 
the seller, and the third goes to 
the Wartime Prices and Trade 
Board. 

When the purchaser goes to the 
Oil Controller's Office for his new 
gasoline ration book, he must now 
produce the receipt of the sale, 
which can be checked with the 
copy in the WPTB office. 

Explaining the regulations de- 
signed to curb any possible black | 
market tendencies, Murphy stated | 
that in some cases dealers may de- 
mand a trade-in, in others they 
must sell without a trade-in. 


Pictured above (right) is Mullan 
(left) as 


shipments 


liminary reports indicated. 

Orders for the heavy truck and 
ammunition programs and special 
requirements of the Army Air 
Forces, received in large volume 
through the second quarter of 1944, 
were chiefly responsible for the 
backlog increase. 

Constant changes and improve- 
ments in war equipment are ex- 
pected as long as the war con- 
tinues, committee members pointed 
out. Machine tools varying widely 
in types and sizes are used in 
many specialized military opera- 
tions, and frequently cannot be 
transferred efficiently to new spe- 
cialized operations, they said. 
Therefore, regardless of the quan- 
tity of existing machines, addi- 
tional new machines always will 
be necessary to take care of es- 
sential changes in war programs, 
as well as for reconversior, com- 
mittee members said. Although 
demands for machine tools are be- 
low previous peaks, production also 
has declined and cannot be in- 
creased until the industry can hire 
the workers it needs, members 
said. 

Possible changes in WPB orders 
and regulations after V-E Day 
were discussed. Committee mem- 
bers recommended retention of the 
principles of distribution provided 
in General Preference Order E-1 
by Retention of General Prefer- 
ence Order E-4 and Limitation 
Order L 147 was also recommended. 
The former covers. delivery of 
second-hand machine tools needed 
for urgent programs; the latter 
standardizes electrical equipment | 
on machine tools. } 


PITTSBURGH POSTWAR MEETING 
Co. and the Packard Berk Co. 
manager; A. B. Nielsen, assistant 
general manager, Packard Berk Co.; 
manager. Front row, left to right, Ira 
George T. Christopher, president, 
sales manager. 


Standing, right to left, O. A. 
sales manager; 


Packard Motor Car Co.; 


He questioned Don Smith, chiet 
of the automobile and parts section 4 
of the Office of Price Administfa- 
tion, as to the procedure in this 
matter, but added that he had no@ 
intention of “putting Mr. Smith’on 
the spot here because he has done 
a good job.” However, he saidy€ 
“from testimony presented it ap- 
pears that adjustments in the price , 
control on used cars is needed.” 

James Gorman, executive secre- 
tary of the Motor Car Dealers 
Assn. of Greater Kansas City, said’S 
that through the activities of the 
used-car committee of the associa- 
tion, a regional enforcement crew 
already has come to Kansas City 
and that a thorough investigation. 
is being made of transactions bé- ™ 
tween dealers and individuals and 
between individuals and _ individ- 
uals, in an attempt to halt prieé- 
eeiling violations. 

Near the close of the meeting, 
Smith said an amendment is being 
considered which would add 1935 
and 1936 model cars to the presen 
list covered by ceilings. ¢ 


Civilians Get 
13,265 Trucks a 


WASHINGTON. — Civilian users 
and holders of government permits 
were allotted 20,542 vehicles dur- 
ing the period from Aug. 1 to Aug. 
31, under the truck rationing pro- 
gram, the Automotive division “of 
WPEB reported last week. 

Civilian users received 13,265 
light, medium and heavy trucks, as 
compared with 4,779 released to 
government permit holders. Civil- 
ians received 2,328 trailers while 
government permit holders ob- 
tained 170 trailers. * 


Denver U. C. Dealers 


Elect Reeder President 

DENVER.—Frank Reeder was 
elected president of the Denver 
Used-Car Dealers Assn. at the or- 
ganization’s regular monthly meet- 
ing in the Argonaut Hotel last 
week. He succeeds Dan Johnson, 
who resigned after serving six 
months. — 

W. J. McCrea and A. H. Risle 
were elected directors. Frank 
Lohmann, veteran Colorado auto” 
mobile dealer, remains executive 
secretary of the association with 
offices in the B. K. Sweeney 
Building. 


There are profit-making opportunities . 
in AN Want Ads. See inside back-cover. 


om 


by officials of the Packard Motor Car 
Moore, region 
D. I. Boyle, assistan 
Karl M. Greiner, parts and service 
L. Berk, president, Packard Berk Co.; 
Lyman Slac 














e ee HARRY L. HOPKINS, THE PRESIDENT’S 
RIGHT-HAND MAN, PENS A PROVOCATIVE 
PRESCRIPTION FOR A POVERTY - PROOF 
AMERICA THAT’S ““REQUIRED’”’ READING, 
IN THE NOVEMBER ISSUE OF THE AMERICAN 
MAGAZINE, NOW ON THE NEWSSTANDS 


@ “If we can build planes, tanks, ships, and 
guns to wage successful war against the 
foreign enemy, why,” asks Mr. Hopkins, 
“can’t we produce houses, automobiles, 
clothing, food, medical care, and other ser- 
vices to defeat the domestic enemy, unem- 
ployment and its dangerous consequences?” 


In answer to this question, Mr. Hopkins 
proposes a seven-point platform: 


1. Preserve America’s free enterprise, or com- 
petitive system, to assure jobs and a decent 
standard of living after victory. 


2. Expand industry by removing excess profit 
taxes, to attract risk capital and business. 


We 






Bud Schirmer, Detroit Manager, 


Bob Woodruff, American Magazine Representative, 


The Crowell-Collier Publishing Co., 
General Motors Bidg., Detroit, Michigan 


THE CROWELL -COLLIER PUBLISHING COMPANY .... 


PUBLISHERS OF THE AMERICAN MAGAZINE, COLLIER’S, AND WOMAN'S HOME COMPANION 
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3. Stimulate buying power by increasing mini- 
mum wages and lifting taxes from those who 
earn least. 


4. Replace all antiquated industrial tools with 
new, up-to-date equipment. 


5. Continue Government spending only when 
Government spending is needed to supple- 
ment private enterprise. 


6. Provide more benefits for more people under 
social security. 


7. Develop foreign markets for our goods. 


These measures, Mr. Hopkins believes, will 
enable us to prevent joblessness, depres- 
sion, and poverty, and thus serve to pro- 
mote a higher standard of living for us all. 





_-_- 
Si 
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PRO or CON? 


Last month 


in our October issue, The 


American Magazine featured an article 


entitled, ARE WE READY FOR VICTORY?, 
by Republican Representative Charles S. 
Dewey, of Illinois, in which this G.O.P. ' 
economic expert and business authority 


accused the 


produce a practical plan for peace, and 
offered a world-wide program of his own. 


In our November issue we accent Harry 


L. Hopkins’ 


est to people 
that the best 


America, a seven-point platform that, com- 
ing from the President’s right-hand man, 
should prove an accurate reflection of the 
Administration’s plan for peace and plenty. 


Thus, true to our editorial policy, we pre- 
sent both sides to a question of vital inter- 


a well-informed electorate. 


Share your American Magazine, then save .. 
for the Government's waste paper drive / 
J 


250 PARK AVENUE, NEW YORK 17/ 







Administration of failing to 








prescription for post-war 







who give a damn, in the belief 
life insurance for America is 
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Quarterly Check 
Of Tire Stocks 
Ordered for OPA 


WASHINGTON. — Tire dealers, 
except those defined as “mass dis- 
tributors” by the War Production 
Board, are now required by the 
Office of Price Administration to 
take a quarterly inventory of tires 
for that agency, effective Sept. 26. 

For this order, a “mass dis- 
tributor” has been defined by OPA 
as “any dealer who sells tires and 
tubes manufactured for him under 
his own brand or trade mark, and 
whose sales volume in 1941 ex- 
ceeded 50,000 tires or 100,000 tubes.” 

Heretofore, persons who filed 
tire inventory reports with the 
War Production Board were not 
required to take a quarterly in- 
ventory for the Office of Price 
Administration. However, the in- 
formation required by the War 
Production Board from tire manu- 
facturers did not include a break- 
down between tires held for sale 
at the retail level, and those 
held in manufacturers’ warehouses. 
This action is designed to furnish 
the additional information needed. 

The Office of Price Administra- 
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R. J. 
Mfg. Co. 
Graham-Paige subsidiary at Warren. 


Graham- Paige oo and general maseqer. 
Board Chairman Joseph ° 


MacDonald; G- 
vice-president. 


tion also said that all dealers who 
are now required to take quarterly 
inventories are to report these in- 
ventories for the quarter ending 
Sept. 30. Heretofore, only a small 
number of the 100,000 dealers in 
the country have actually had to 
report their inventories, since the 
Office of Price Administration has 
merely taken a “sampling” of in- 
ventories each quarter. Before 


FITNESS, vice-president in charge of operations of the Warren City 
Warren, O., points out Navy LCM-3 landing craft built at the new 
Interested spectators are (left to right) 


R. J. Hodgson; Warren’s W. A. 
Frazer, and M. J. Alef, Warren 


Sept. 30, all dealers will be mailed 
the OPA’s inventory’ reporting 
Form “R-17” and be required to 
fill this out and return it within 
three days after Sept. 30. 


Extends Interests 


MOBERLY, Mo.—W. H. Horstmeyer, 
of the Easley Motor Co., Macon, Mo., 
recently purchased the Moberly Nash 
Co. here. Fred Leavene, former 
owner, remains as assistant manager. 


TO SAY TO MANAGEMENT-MEN 


Here is a whole that is far greater than the sum of its parts. 


Royal Recovery Fund? 


British Government Urged to Back 
Automotive Reconversion 


BIRMINGHAM, Eng.—Circulated 
with the recent accounts of the 
Austin Motor Co., Ltd., of Birming- 
ham, was a memorandum by E. L. 
Payton, urging the creation of a 
motor manufacturing industry re- 
covery fund for British companies. 

The underlying thought is, Pay- 
ton said, that some essential pro- 
vision “must be made to provide 
financial facilities for the resump- 
tion of business at the end of the 
war—not confined to the motor in- 
dustry of course, but particularly 
applicable to the motor industry.” 

In the case of the motor indus- 
try it is a “paramount need,” 
Payton said, that a quick restart 
should be facilitated, “not only be- 
cause of the large number of work- 
ers dependent on the industry, but 
because of the need to regain and 
develop export trade in the face of 
foreign competition.” There is, 
however, the prospect of serious 
delay unless present arrangements 
with government spending depart- 
ments are modified to permit each 


Pus a news report from Latin America within the same Business Week 


cover as a report on chemical cartels and another concerning sur- 


plus war materials and another and another (123 news items in 
the September 16th issue, for instance) and each gains meaning 


from all the others. Only then have you a news-base broad enough 


to support important business decisions. 


! 
Now add product and service news from a hundred advertisers 
(101 in the September 16th issue) and you have a business maga- 


zine capable of taking active influential part in the responsibilities 


of active management-men. 


Business Week is the one news magazine which is all business, its editors all 
business writers, its readers all business men. Business Week is sold only by 
subscription. And Trend Studies prove that per dollar you can reach more 


(and more) management-men throughout all business and industry in Business 


TO SAY 


Week than in any other magazine. 


THe NEWS. BASE 


THEM: 


OF 


MANAGEMENT'S Decisions 


company to build up a recovery 
fund, he warned. 


“In addition to any such re- 
placements,” Payton said, “the 
industry will find itself faced 
with heavy expense in providing 
tools, jigs and dies, under the 
assumption that the prewar civil- 
ian and wartime government 
equipment will be equally un- 
fitted for peacetime production.” 
The normal process might he 

that accumulated wartime earn- 
ings would provide the nucleus of 
an adequate recovery fund, but the 
present limitation on the profits of 
individual contracts plus the high 
taxation “prevents such a poliey 
being adopted,” he said. 

Payton does not believe that the 
special postwar credit arrange- 
ment would be adequate to facili- — 
tate the transition from war to 
peace, which is its understood 
function. 

Payton suggested that a recov- 
ery fund be provided by the 
retrospective inclusion as an ele- 
ment of cost of an annual sum, 
which by the end of the war 
would provide the requisite 
amount out of direct and indirect 
government contracts. It should 
be provided annually because it 
can properly be regarded as part 
of the cost of the work under- 
taken for the government, he 
added. 

Three further proposals were: 
(1) An adequate recovery rua 

shall be immediately available 
and when required. 

(2) Some form of safeguard 
should be applied to insure that 
the fund will actually be expended 
on the purposes for which it is» 
provided. 

(3) The fund shall be free of 
taxation. # 

Payton proposed that the annual 
provision be made by the issue of 
non-interest bearing government 
bonds redeemable at par within a 
specified period after the termina- 
tion of hostilities; that the bonds 
for each company be issued in the 
name of the trustees, and that 
under the trust deed there shall be 
an obligation upon the company 
to show that the money has been 
expended for the purpose for 
which the fund was set up. 


C of C Conference 
On Distribution 
Set for Oct. 23-24 


NEW YORK CITY. — Distribu- 
tion problems will be discussed at ™ 
a conference to be held here Oct. 
23-24 at the Waldorf-Astoria Hotel 
under sponsorship of the United 
States Chamber of Commerce. 

Subjects to be explored include 
reconversion and demobilization, 
disposal of government surplus 


facilities and supplies, price con- _ 


trol and civilian supplies, postwar 
unity in business, and consumer 
credit and taxes. 

In announcing plans for the con- 
ference, the national chamber said 
it is seeking, through its Domestic 
Distribution Department, to de- 
velop a better understanding of the 
distributive problems and_  eco- 
nomic needs of the retail, whole- 
sale and related industries. In this 
effort it is being guided by a com- 
mittee of business executives with 
broad experience in the distributive 


Ford Record 


B-24 Stampings Output 
100,000 in Month 


DEARBORN. — Recently’ the 
Ford Motor Co. produced more 
than 100,000 B-24 bomber stamp- 
ings—enough for 592.3 planes—in a 
single month’s operation of its 
press steel division at the Rouge 
plant. 

This is believed to be the largest 
volume of aircraft stampings ever 
produced during a similar period 
by any plant. It was made possi- 
ble by the use of permanent steel 
dies and powerful presses used in 
regular automobile production. 


It costs you about a penny-a-day to 
keep abreast of the automotive news— 
better renew NOW! 
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IN AUTOMOTIVE 
ea ee 


IN CAR REGISTRATIONS . . . 1 out of every 4 


cars serving wartime America is a Chevrolet 


trucks serving wartime America is a Chevrolet 


i : oT IN TRUCK REGISTRATIONS . ... 1 out of every 3 





dealers for service than to any other dealer organization 


7 eile IN SERVICE" 


al Motors Corpore 


rh : ay IN AUTOMOTIVE SERVICE . . . More people go to Chevrolet 


BUY MORE BONDS ... SPEED THE VICTORY 


i~ 


FOB FACTORY 
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Gas Turbines Making 
Rapid Strides 


By A. H. Allen 


GAS TURBINES for powering airplanes and even 
automobiles are coming closer to reality, in the light of 
present and near-term development work, which is of 
course for the moment entirely of a military character. 
But there are a number of hard-bitten automotive engineers 


who privately will hint at 
impending revolutionary 


changes in the concept of the 
internal combustion engine. 
Turbines, if they could be built 
in sizes suitable for delivering 
horsepower in the automotive 
range, would have a number of 
important advantages. Low-grade 
fuels could be used. Power flow is 
smooth; efficiency is considerably 
higher due to the lack of recipro- 
cating inertia. Weight per horse- 
power is far below that of the 
conventional Otto cycle engine. 
There is nothing particularly 
new about the gas turbine. Essen- 
tially it is made in two types—the 
open-cycle and 
closed-cycle. In 
the former, a 
blower - compres- 
sor is mounted 
coaxially with a 
turbine wheel 
and the air from 
the compressor 
is mixed with 
fuel and the com- 
bination ignited, 
the resulting ex- 
Allen plosion being di- 
rected against 
the turbine blades and then ex- 
hausted. In the closed-cycle type, 
the working medium may be air, 
liquids such as freon, or other 
gases, and they are compressed 
by the blower, then heated by 
combustion of the fuel, and finally 
expanded against the turbine which 
delivers power through the shaft. 
Difference is that the working 
medium is in a closed cycle and 
is returned to the starting point 
instead of being exhausted as in 
the open-cycle type. 
* o* + 


Jet Propulsion 


Is Different 

LARGER-SIZE turbines have 
been built for probably the last 
half century. General Electric and 
Allis-Chalmers are two manufac- 
turers in this country. Numerous 
companies in Germany, Switzer- 
land and other European compa- 
nies have pioneered their own de- 
signs. So far, however, virtually 
no manufacturing effort has been 
devoted to building a gas turbine 
of a size practical for an airplane 
or an automobile. This is the work 
which is now crystallizing. 

Gas turbines must be differ- 
entiated from the jet-propulsion 
type of engine which General 
Electric is building for the Bell 
P-59 Airacomet plane. This de- 
rives its power simply from the 
reactive blast-of compressed air 
and fuel ignited and exhausted 
through a venturi, while the tur- 
bine furnishes the conventional 
rotative power which would be 
transferred to a propeller or 
driveshaft. Considerable prog- 
ress is being made in the im- 
provement of the jet engine and 
the jet-propelled plane; in fact, 
some aircraft engineers maintain 
the Bell P-59 is already out- 
moded by newer designs. 

The jet-propulsion engine, in 
turn, must be further distinguished 
from the rocket-type power which, 
although it is a _ reactive force, 
comes from the ignition of a 
chemical or powder contained in 
the rocket and involves no moving 
parts or outside air supply. Rockets 
are being used widely for assist- 
power in aircraft, the Germans 
having been the first with this idea. 

A still further distinction must 
be made in the case of the jet 
engine used to power the German 
robot or flying bombs. This is 
probably the simplest and least 
expensive of all jet engines, but of 


admitted and the mixture ignited 
by a hot wire and the resulting 
explosion is directed through a 
rear venturi, supplying the im- 
pulse to drive the bomb forward. 
The cycle then is repeated, giving 
an intermittent power flow. It has 
been estimated the entire unit 
could be built for $500. 
* 


* * 


Many Workers 


Must Shift 

TOO MANY PERSONS in high 
places, both in government and in 
industry, are now thinking in 
terms of retaining the present 
swollen industrial working force 
on their jobs to maintain the 
postwar economy. Actually this 
will never be possible, and it must 
be realized that a large number of 
working people now holding indus- 
trial jobs will have to return to 
their homes, to schools, to stores, 
to merchandising activity, to re- 
search work, to office jobs, etc. 


Meanwhile, it appears’ that 
they will all be eligible for un- 
employment compensation when 


the termination of war contracts | 


releases many of them from 
plants. Certainly they will all 
file claims, and it will be up to 
the unemployment commissions 
to determine their disposition. 
With some states, Michigan for 
example, authorizing maximum 
compensation of $20 a week for 
20 weeks, the lush surpluses now 
accumulated in compensation 
funds will dwindle in a hurry 


when the real cutbacks come. 
* * * 


Orders Coming 


For ‘Hot’? Planes 
SEVERAL AUTOMOTIVE con- 
tractors in the Detroit area have 
received or shortly will 
orders for components to be in- 
stalled in two new airplanes which 
are still in the restricted category. 


On is the Consolidated B-32 
bomber, companion ship to the 
Boeing B-29 Superfortress. Another 
is an extremely “hot” fighter plane, 
about which nothing is as _ yet 
known except that it is identified 
as the P-80. 


Cars in Use Off 
7,000 in Denver 


DENVER. — Seven thousand 
fewer automobiles are in operation 
in this city than were two years 
ago, applications for basic A gaso- 
line rations filed recently at the 
public schools indicated. 

Books issued last week by 1,500 
school employes numbered 66,362, 
while the first gasoline ration in 
Nov., 1942, totaled 68,437. 


It costs you about a penny-a-day to 
keep abreast of the automotive news— 
better renew NOW! 
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DETAILS OF A POSTWAR ag | program that will give Eagan and 
‘a 


Streng, Inc., Oldsmobile dealers in Bu 


lo, one of the most modern new-car 


sales and service establishments in the Buffalo zone, were revealed to D. E. 


Ralston, Oldsmobile’s general sales manager, by H. 


H. Streng, in Lansing 


last week. Shown reviewing the plans, left to right, are: Streng; J. J. Dobbs, 


Oldsmobile’s general service manager; 


Ralston; D. A. McIntyre, Buffalo 


zone manager, and Wm. Thiedt, Buffalo. 


Makeup of Surplus Board 


To Spell Success or Failure 


By William Ullman 
Washington Correspondent 

WASHINGTON. — The President 
still has the surplus property bill 
before him but he is expected to 
sign it soon. He is reported to 
have assured Congressional lead- 
ers before they went on their re- 
cess, until Nov. 14, that the bill 
|was O.K. so far as he was 
| concerned. 
| Rumors about the makeup of 
the three-man board that will 
run the surplus show are plenti- 
ful. One is that Harry Hopkins, 
who is back on the job at the 
White House, is trying to name 
a board which will hand out 
surplus goods like he used to 
hand out WPA goods and money. 
Another is that the more con- 
servative advisers of the Presi- 
dent are urging a business man 
| like Donald Nelson as head of 
| the board so that the taxpayers 





will get back at least a part of 
the $100 billion they will have 
| tied up in surplus. 
| Anyhow, the makeup of the 
| board will spell the success or 
| failure of the taxpayer's wish that 
| he may get part of his money back. 
Hope still is expressed that by 
some means trade advisory com- 
mittees can be provided by the 
board. This was the provision for 
which NADA fought hardest. 
Amendment Ditched 

Rep. Wright Patman had in- 
serted this NADA amendment and 
it had general Republican and 
|Democratic support. The con- 
ferees, under the leadership of 
Rep. Whittington, of Mississippi, 
insisted that the bill as reported 
still would permit the appointment 
;of advisory committees. Perhaps 
| it will. Here’s an excellent example 
of how the bill gives the board its 
{head on important provisions 
| which should have been nailed 
the measure with plain 
It was generally agreed 
trade advisory provision 
most important in the 





down in 
language. 
that the 
was the 
bill. 
Safeguards against speculation 
and reimportation of goods sold 
for export and sold abroad were 
included in somewhat milder 
form than suggested by NADA. 
Dealers may be affected by wide- 
open provisions made for taking 
care of returning veterans, farm- 


ers and small business men. The 
'most experienced Washington ex- 
perts are somewhat confused as 
‘to the real meaning of these pro- 
visions. A good guess is that the 
problem of dealing with these 
potent political groups in detail is 
thrown into the board’s lap. 
Break for Vets 

As to veterans, the bill says: 

Sec. 16—This board shall pre- 
scribe regulations to _ effectuate 
the objectives of this act to aid 
veterans to establish and maintain 
their own small business, profes- 
sional, or agricultural enterprises, 
by affording veterans suitable pref- 
erences to the extent feasible and 
consistent with the policies of this 
act in the acquisition of the types 
of surplus property useful in such 
enterprises. 


The farmer is thus given assur- 
ance of the’ devotion of Congress 
to him and his welfare: 


Sec. 17—The board shall devise 
ways and means and prescribe 
regulations in cooperation with the 
War Food Administrator provid- 
ing for the sale of surplus property 
in such quantities in rural lo- 
calities and in such manner as will 
assure farmers and farmers’ co- 
operative associations equal op- 
portunity with others to purchase 
surplus property, provided, how- 
ever, that in cases where a short- 
age of trucks, machinery, and 
equipment impairs farm produc- 
tion, a program shall be developed 
by the board in _ cooperation 
with the Agricultural Adjustment 
Agency whereby a reasonable por- 
tion of the surplus supply will be 
made available for sale in rural 
areas to farmers and _ farmers’ 
cooperative associations. 


Small business men will find 
their needs husbanded by the 
Smaller War Plants Corp., of 
which former Congressman 
Maury Maverick, of Texas, is the 
guiding genius. 

Maverick has done a pretty fair 
job in helping small manufacturers 
and is strong at the White House 
and in some parts of Congress, so 
he. got quite a slice of melon. His 
bureau, which was about to pass 
out because its manufacturing 
work is almost done, now is made 
a protector, banker, barterer and 
counsel for small business. To the 
extent of its financial ability, it 
may help small business’ with 
loans. The only difficulty with this 
is that the corporation has to get 
its money from congress and its 
funds now are short. 

Maverick Resourceful 

Maverick is resourceful and he 
may cut quite a figure in surplus 
activities before he is through. 
However, he, too, will be guided 
somewhat by board rulings. Until 
last week, Maverick kept a hive of 
20,000 bees in his office, but he has 
moved them out, so if dealers have 
to call on him in the future, his 
office will be a more comfortable 
place to visit than it has been. 

Nobody is quite sure whether 
the bill permits the government 
to go into the retail business in 
competition with private indus- 
try, but the general guess is 


Viles Reelected 
President of 


Rubber Assn. 


NEW YORK.—At a meeting lasy 
week of the board of directors 0 
the rubber Manufacturers Assn.. 
Inc., A. L. Viles was re-ele 
president. 

i ‘To assist Viles in administrative 
; duties, the board also annou A 
, the election of Warren S. Lock- 
' wood to the newly created post of 
‘executive vice-president. Lockwood 
was formerly rubber attache for 
the State Department. 

| Viles pointed out that the @n- 
| crease in administrative personnel 
was quite necessary in order to 
meet the industry’s increasing deé- 
mand for service now and in view 
of postwar problems. 

The board met following the*an- 
nual meeting of the association, at 
which time the following direc 
tors were re-elected: 

F.. B. Davis jr., chairman of 
board, United States Rubber Co, 


_| C. D. Garretson, president, Electric 


Hose & Rubber Co.; J. P. Seiber- 
ling, president, Seiberling Rubbe 
Co.; Harry E. Smith, general 
manager, Manhattan Rubber Mfg 
division of Raybestos-Manhattan,* 
Inc.; J. Newton Smith, president, 
Boston Woven Hose & Rubber Co, 
Other directors are E. S. Boyér, 
chairman of board, American Hard 
Rubber Co.; John L. Collyer, 
president, B. F. Goodrich ©o.; 
Geo. B. Dryden, president, Dryden 
Rubber Co.; E. B. Germain, presi 
dent, Dunlop Tire & Rubber Corp.; 
P. W. Litchfield, chairman of 
board, Goodyear Tire & Rubbe 
Co.; T. W. Miller, 
board, Faultless Rubber Co.; J. J. 
Newman, vice-president, Goodrich; 
William O'Neil, president, General 
Tire & Rubber Co.; Herbert E 
Smith, president, United States 
Rubber, and E. J. Thomas, presi- 
dent, Goodyear Tire & Rubber Co. 


Monroe Auto 


Names Keegin 


MONROE, Mich. — Appointment 
of Curtis W. Keegin, of Detroit, as 
manager of sales for the pump 
division of the 
Monroe Auto 
Equipment Co. 
was announced 
last 
Brouwer D. Mc 
Intyre, president 
and general] 
manager. 

For the past 
18 years, Keegi 
has been associ- 
ated with the 
automotive man 
ufacturing in- 
dustry as a sales executive. 


N. C. Gets New Firm 


WILSON, N. C.—Rackley Motors 
Inc., with principal office in this city 
has been chartered with authorized 
capital of $40,000 and subscribed stock 
of $300 to engage in a general auto 
mobile business. The principals in 
clude . C. Rackley jr., Elton W. 
Rackley and R. F. Speight, all Of 
Wilson. 


Keegin 


smaller war plants to set 
chain stores. If it does, 
will cause fun. 

For the present, Will Claytoff 
continues as administrator. Hé 
announced as soon as he saw the 
bill just passed that he would re-. 
sign. He regards it as unworkable 


up” 
that 


Other business men who have been. 


brought into government are quite, 
uncertain whether they want td 
remain when he goes. He has 
shown great interest in the welfare 
of both business and the publi 

and has created a good impression 
here. 

One provision of the bill is 
that no one who has been in a 
surplus agency can deal in sur+ 
plus for two years after leaving 
the government. This may cause 
some of the business men to 
get out soon. While most of 
them now have no thought of 
getting into surplus, they do not 
like to have that provision hang- 
ing over them. 

With Congress recessed, nomina 


tions for the board will not go to. 
as 


Capitol Hill before election. 
expected that Clayton will be pre 


chairman” of ° 


week by. 


| 
re 
4 


course has limited operational life 
at the present stage. It involves 
simply a forward spring-hinged 
damper which opens to admit a 
rush of air to be compressed to 
the point where the damper is 
forced shut, whereupon fuel is 


FROM GENERAL SPECIFICATIONS provided by the Ordnance department, 


vailed upon to remain, until the F| 
board is appointed. He is not ma 

at anybody, but he is rather un 
happy about his whole experience 
here, which is not a new sensatioggyS s 


for a business man in governmen & 
= r. 


that it may. Rep Halleck got a 
provision against this in the 
House bill, but that, too, was 
ditched by the New Deal-domi- 
nated conference committee. 
Many think the bill will permit 


Chevrolet engineers designed one of the most advanced armored vehicles 
yet to see action on the fighting fronts. A 14-ton armored car called the 
Staghound, the new wheeled ‘‘weapon”’ is said to have unusual speed and 
mobility, and was designed to be an effective harrier of supply lines, as 
well as an eliminator of machine gun nests, snipers’ stations, and enemy 
weepes emplacements. Here the Staghound is shown on the factory proving | 
ground. 
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Plane Makers Find 


Cheer in Survey 


By Charles Evans 
Aviation Editor 


IF YOU’RE A SALESMAN looking for a good item| 
after the war, you’d better sell automobiles. 


As side lines, 


be sure and stock furniture, standard radio sets, television 
sets, houses, refrigerators and washing machines. 
Then, if you want everybody who passes your door to 


come in and buy, you should 
have airplanes over in one 
corner. 

That, briefly, is the result of the 
latest—and so far, the most com- 
plete—of the postwar surveys, as 
far as the prospective salesman is 
concerned. 

A sample representing 10,000,000 
families, or 27,000,000 individuals 
from the upper 50 percent of the 
population in income and living 
conditions, gave these items in the 
order named as their purchase 


plans when the war ends. Inter- 
views were made in the A (top), 
B (middle) and the upper quarters 
of the C (low) income groups. 


Averaging the answers, 60 
percent plan to buy an automo- 
bile, 40 percent will buy furni- 
ture, 38 percent a standard radio 
set, 34 percent a television set, 
30 percent a house, 27 percent a 
refrigerator, and 22 percent a 
washing machine. Of them all, 
10 percent plan to buy an air- 
plane. Work out these percent- 


| 


| ages on the basis of 10,000,000 
families, and the potential sales 
in each item can be estimated. 

The survey was made by the 
| Psychological Corp. for the Crowell- 
Collier Publishing Co., and has 
| been released under the title 
| “Tomorrow's Customers for Avia- 
tion.” Americans being what they 


machines, houses and refrigera- 


in the same 


* * * 


Cheer Is Found 
For the Industry 


Narrowed down to first choice 
of purchases after the war, the 
survey gives the aviation industry 
considerable cheer. One percent of 
those interviewed say the airplane 


their second purchase. 


| many compared to the 36 percent 


who say they will buy an auto- 
mobile first, but it means that the 
first thing 100,000 families are go- 
ing to buy after the war—to hear 
them tell it—will be an airplane. 
To an industry that has heretofore 





never sold more than 5,000 air- 


| are, washing machines and flying | 


tors get all mixed up, and many | 
|items figured 


indi- 
| vidual plans. 


will be their first purchase after | 
'the war, and 2 percent give it as| 
That isn’t | 
;Clever refrigerator designer gets 





planes in a year, this figure 
cause for a bit of hooraying. 


All such surveys so scientific- 
ally thought out, designed, plan- 
ned and executed leave one im- 
portant consideration poorly 
answered. They can only be 
broad jumps into the future as- 
sisted by the wings of fancy, and 
something or somebody might 
come along any time in_ the 
future and knock the results into 
a cocked hat. 
William B. Stout 


says. the 


| American people don’t know what 


they want to buy until they see it, 
and the Psychological Corp. would 
undoubtedly agree that circum- 
stances may occur after the war 
which will change many a mind. 
For example, a house may be 
presented which is so entrancing 
that the man who said he would 
buy an automobile or an airplane 
might renege, prferring to give up 
travel and stay in his wonderful 
new home forever. Until some 


through his part of the work, 
many a housewife will keep on 
aching for a new radio set, but 
then, seeing the wonderful new re- 
frigerator, she might change her 
mind. An airplane as versatile as 
an automobile might pull away 
from the 36 percent who say the 


So they turned the ocean into a well! 


is | automobile 


American ingenuity makes 
salt water fresh for G. I. Joe! 


As our forces advance in the Pa- 
cific they carry with them one of the 
most important tools of war—a new 
compression-type still. With it, the 
engineers turn the ocean and stag- 
nant pools into wells of pure, spar- 
kling drinking water! 

A big problem has always been to 
transport the large amounts of fuel 
needed to distill sufficient quantities 
of water for troops at the front. So 
the remarkable feature of these new 
portable “‘waterworks” lies in their 
fuel economy. 

To help accomplish this saving, 


and of Norge home appliances .. 


they’re now equipped with a new 
type supercharger, specifically de- 
signed for the job by Borg-Warner’s 
B-W Supercharger Division. And 
they’re delivering up to 175 pounds 
of pure water for every pound of 
gasoline they burn . . . compared to 
the old ratio of 37 pounds of water 
per pound of fuel! 

Normally, this Borg-Warner divi- 
sion works to improve the perform- 
ance of gasoline and diesel engines. 
Its success in cutting the cost of 
water purification is a perfect war- 
time example of Borg-Warner’s 
quick adaptability to new problems 


_of design and engineering. 


Borg-Warner’s basic principle, 
“design it better—make it better’, 


has long guided the production of 
many items of essential equipment 
now in daily use by almost every 
American. Now, Borg-Warner fac- 
tories are producing more than 100 
items for war. 


Partners with the automotive 
industry from the start, Borg- 
Warner supplies these and 
other essential parts... 


TRANSMISSIONS TRANSFER GEARS  OVERDRIVES 
SYNCHROWIZERS CLUTCHES CLUTCH SPRINGS 
UNIVERSAL JOINTS AND DRIVE SHAFTS 
FLUID COUPLINGS 
CARBURETORS RADIATORS 
TAPERED WHEEL DISCS 


BORG-WARNER 


Peacetime makers of essential operating parts forthe automotive, aviation, marine and farm im plement industries, 


. these units whith form the Borg-Warner Corporation are today devoted exclusively to the 


needs of war: BORG & BECK « BORG-WARNER INTERNATIONAL « BORG WARNER SERVICE PARTS *« B-W SUPERCHARGERS, INC. * CALUMET STEEL 
DETROIT GEAR AIRCRAFT PARTS ¢ DETROIT VAPOR STOVE « INGERSOLL STEEL & DISC * LONG * MARBON « MARVEL-SCHEBLER CARBURETER * 
MECHANICS UNIVERSAL JOINT * MORSE CHAIN ¢ NORGE * NORGE MACHINE PRODUCTS * PESCO PRODUCTS * ROCKFORD CLUTCH e SPRING DIVISION ® 


WARNER AUTOMOTIVE PARTS * WARNER GEAR 


is their first 
purchase. 
* * * 


Survey Is Believed 
One of the Best 


But from here, and witha 
ing able to see what will be ¢ 
us, the Crowell-Collier estim 
postwar aviation business 
good, and undoubtedly mor 
plete, than any of the ma 
veys thus far made on the s 
The writers point out that 
lows closely the broad res 
previous surveys seeking the 
information, and it probably 
good forecast to follow. I 
follows, in some respects, the™ 
casts of leaders in the a 
industry. The 3 percent wh 
their first or second purchase’ 
the war will be airplanes © 
300,000, and this is the figure 
mated by Charles I. S 
deputy administrator of the 
Aeronautics Administration, 
number of planes we will 
few years after the war. 

Who wants an airplane? ABOy 
all, the group between 18 an@ @ 
regardless of economic 
wants planes—63 percent of 
A cold and calculating sale 
might not be interested in/~ 
group, because not many of 
would have the cash to back 
their desires. The survey pDGERE 
out that the desire for a Bp 
varies from casual _ interes 
burning desire, and the bu 
are undoubtedly in this age grou 
But 45 percent of those in thé 
34 group want a plane, and 36 
cent of those in the 35-44 gm 
want one. ‘dete 

That means that more t 
third of all those represented 
tween 18 and 44 years of % 
want airplanes.  Significan 
only 1 percent of those in 
bracket (25-34) didn’t , 
whether they wanted a plane” 
not. Everybody else said, p 
tively, “I do” or “I don’t.” 

The interviewers selected 
army fliers and asked them 
questions, and they quickly 
vealed that they didn’t know 
facts of life as to owning and oj 
ating airplanes. Uniformly, m 
of them wanted higher speed 
the civilians, were willing to 
more for their planes, expe 
operating costs to be higher, we 
be willing to pay higher insu 
rates, wanted more engines 
more gadgets, and would be wi 
to pay more for the plane that 
faster. Generally, their careff 
operation of Uncle Sam’s planes 
with Uncle footing the bill seex 
to have affected their desires amg 
plans for private ownership. 


* * * 


Pleasure Listed 


As Main Reason j 
“If you bought a plane of you 
own, would it be in place of a c@ 
or in addition to a car?” the if 
terviewers asked. Eight-four per= 
cent of the civilians said “In addi 
tion to” and 12 percent sai 
“Instead.” Both military and civil=. — 
ian answers listed pleasure as th 
principal reason for owning 
plane, with “business and pleasure” 
a not very good second. ee 

Civilians are going to be hard 
er to please. Eight out of ve 
military fliers will accept thea. 
conventional plane, and only 1 "I 
percent of them want either aig 4 
helicopter or a combination plane 
and auto. But civilians, 65 per-~ 
cent of them, want something ~ 
more than the _ conventions ‘ 
plane, and only $1 percent prefer 
the latter. In giving their rea-_ 
sons for these preferences, civil 
ians gave the helicopter high 
marks in safety, convenience and 
easier landing. They gave thé 
combination plane a very high 
mark in utility and in conve 
nience, saying it has two use 
and is easy to handle. 

Of those who know in advang 
what they want, the great majori 
will wait until just that plang, 
comes along. Of those who wa 
helicopters, 83 percent will wait fo 
a practical one, and of those wha 
prefer the combination plane-aut 
77 percent will wait and will no 
buy whatever kind of a plane is 
available. 

Everybody questioned was either 
in a family with an annual inco 
of at least $2,000 or had savings ¢ 
at least $1,000, or both. When they 
were asked what they would } 
willing to pay for their plane 
they named most frequently these 
price brackets: $900 to $1,09¢ 

(See AIRCRAFT, Page 18, Col. 5) 
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Wanted—a face to fit some legs 


This picture, showing one and a half girls, 
ran in LIFE some months ago. 

It was part of a series depicting Earl Car- 
roll’s Hollywood theater-restaurant. The 
caption explained that showgirl Marietta 
Elliott was arranging a flounce in Marilyn 
Moore’s skirt. 

Immediately, Marilyn’s fan mail swelled 
to tremendous proportions with requests 
from servicemen for pin-up pictures of her 
face! Some even made bets as to whether 
she was a blonde, brunette, or redhead. 

The other girls in the show have also 
been flooded with letters mentioning the 


LIFE article and asking for pin-ups. The 
week following the appearance of the LIFE 
story, out-of-town reservations for tables at 
Earl Carroll’s increased 50%. A month 
later, Mr. Carroll was still receiving numer- 
ous letters daily from girls all over the 
country who had seen the LIFE pictures 
and felt they could qualify for his show. 


This is one more incident which illus- 
trates the influence exerted on readers by 
anything appearing in LIFE .. . influ- 
ence that stirs them to the point of taking 


action. 
Most leading automobile makers know 


this. That’s why they continue to keep their 
names on the pages of LIFE till the day 
when they can once more make deliveries 


on civilian cars. 


For, week in and week out, LIFE has 
more readers than any other magazine! 
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New Ideas on Auto Buildings 


Three Prominent Designers Give Views 
On Structures of Future 


(EDITOR’S NOTE: Seventy- 
one percent of the automobile 
dealers polled in a_ recent 
Automotive News survey indi- 
cated that they planned building 
expansion as soon as possible, 
either through new buildings or 
remodeling. In an effort to aid 
these dealers with their planning, 
Automotive News is_ inviting 
dealers as well as others to send 
in their ideas for publication. 
Some of the ideas may be termed 
visionary and arouse controversy. 
For instance, one designer in the 
article below suggests that serv- 
ice operations be placed on the 
main floor and the new-car 
display on a mezzanine. What 
do the dealers think of the idea? 
Comment is invited.) 

DETROIT.—At the request of 
Kent-Moore Organization, three 
prominent designers recently set 
forth their ideas on auto buildings. 


The designers, J. Gordon Carr, 
George F. Hellmuth and George 
W. Walker, projected their concep- 
tions to the time when new de- 
velopments in the auto and its 
servicing will have made present 
buildings inadequate. 

On the idea that the actual 
workings of a service shop are 
fascinating to the public and 
have sales appeal, Carr has de- 
signed a building that is an ex- 
hibition place for car service and 
sales. Carr has arranged bal- 
conies and glass so that the 
visitor may see everything yet 
not interrupt the service work. 

Believing the new-car prospect 

has pretty well made up his mind 
on the car he wants to buy before 
he enters the show room, Carr has 
placed just a few new cars on a 
mezzanine, signalizing their where- 
abouts by an elevated display 
turntable which projects from the 
corner of the building over the 
gas pumps. 

“One can mount to this floor 
and come to a final decision 


Wright Boosted 
In Shuffling of 
Detroit WPB 


DETROIT. — Appointment of 
Walter F. Wright as acting chief 
deputy director and a re-alignment 
of top personnel of the regional 
War Production Board was an- 
nounced last week by Carsten 
Tiedeman, regional WPB director. 

The changes were made _ to 
streamline the organization for 
greater efficiency and aid to in- 
dustry, Tiedeman said. 

John D. McGillis, for the past 
six months executive officer, was 
named acting deputy director in 
charge of the priorities distribution 
division. Robert G. Grindley, for- 
merly head of the redistribution 
division, was named acting head of 
the automotive division, to succeed 
Wright. 

Wright has been with the re- 
gional WPB office since June, 1942, 
first as manager of districts and 
later as automotive specialist and 
liaison between the automotive in- 
dustry and WPB. Prior to joining 
WPB, he held executive positions 
with automotive manufacturers 
and was an automotive distributor 
in the Cleveland territory. His ap- 
pointment as acting chief deputy 
director is a new position in the 
regional WPB organization. 

Grindley has been with WPB 
since July, 1942. As head of the 
redistribution division, he had 
charge of disposal of idle and ex- 
cess machine tools, equipment and 
materials. 


Kuehl Joins Dealership 

RICHMOND, Va.—Howard W. Kuehl, 
formerly manager of the Richmond 
district office of Associates Discount 
Corp., has been named oe pee 
and general manager of the Lawrence 
Motor Co. (Dodge-Plymouth). 


To feel the pulse of the industry, 
consistent reading of Automotive News 
is a necessity. 


quietly, without distractions,” Carr 
says. 
To Control Office 


A car coming for service would 
turn in at the broad center drive- 
way. It would pull up under shel- 
ter at the control office. Here the 
customer would be greeted by a 
service salesman. If a checkup 
were needed, the car would be 
driven onto a turntable, wheeled 
almost all the way around, and 
nosed into the analysis station. 
Here, on a hydraulic lift, it could 
be completely examined. 


In addition to present testing 
devices, Carr foresees the use of 
electronics to test springs, brakes, 
engine, transmission, wheels and 
body, giving warning of _ the 
first trace of misalignment or 
malfunction. 


A few steps beyond the control 
office, visible from the street 
and heralded by showcases along 
the entrance driveway, is the 
parts and accessories store. 


On the side street, but in sight 
of the main street, is a platform 
for a used-car special, marking the 
entrance to the used-car area be- 
hind the building. 


Hellmuth Plan 


Hellmuth suggests a plan under 
which the dealer would have a 
small salesroom on the corner of 
the main street where the front- 
age is expensive. This would be 
connected by a covered walk with 
the service building on the corner 
of the side street and the back 
street parallel with the main street. 
This property is not so valuable 
that the service building need be 
cramped. 


In the showroom, the most 
popular or impressive body type 
of the season would be displayed 
on a low revolving central plat- 
form, with a few of the other 
models placed around it. 


Walker believes that it will be 
the service station that is plan- 
ned to work well and to look 
well that will outdistance its 
competitors when building re- 
strictions are lifted. 

If the parts and accessories shop 
is to play a leading role in the 
business, place it in the spotlight. 
Or if the dispatch office is the 
brain of the service operations, 
place it where it overlooks the 
whole organism. 

All service operations are di- 
vided among departments _ spe- 
cializing in handling them. Each 
is marked by a sign on a cabinet 
to hold the special tools for its 
operations. 


Clem Davis Gets 
New Ford Post 


DEARBORN.—Jack Davis, direc- 
tor of sales and advertising of 
Ford Motor Co., announced last 
week that Clem Davis, sales man- 
ager of the Dearborn branch, has 
been appointed assistant manager 
of the Louisville (Ky.) branch. 

Clem Davis joined Ford April 
10, 1919, going to the Highland 
Park plant as a toolmaker. Early 
in 1932 he turned to sales and was 
employed in the Dearborn branch 
office. On July 21, 1933, he was 
made supervisor of commercial 
car and truck exhibits at Highland 
Park. Since that time he has held 
various branch posts. 


30 Wasias a Dealer 


Stoltzfus Is Honored 
By Competitors 

PHOENIXVILLE, Pa. The 
Phoenix Auto Sales Co. (Chrysler- 
Plymouth) observed its thirtieth 
anniversary on Sept. 14. 

Owned and founded by Eli 
Stoltzfus, the firm was started in 
the days of “gas buggies” in 1914. 
Stoltzfus faced his gravest crisis 
in 1925 when fire razed his plant 
and 20 cars, but he immediately 
renewed his automotive business. 

On his thirtieth anniversary, 
dealers and business men from the 
Phoenixville area expressed their 
felicitations in a  double-page 
spread in the Phoenixville Daily 
Republican. 


There are profit-making opportunities 
in AN Want Ads. See inside back-cover. 


Designs for Future. . . 
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HERE IS Designer George F. Hellmuth’s idea for a small salesroom on the main street with the service depart- 


ment back on the side street and connected with the salesroom b 


a covered walk. Hellmuth says the owner w 


control the adjoining main street property so that the space behind the neighboring stores can be used for park- 


ing and used-car sales. 


THIS ILLUSTRATES J. Gordon Carr’s idea of exploiting the advertising value of service operations. 


Washing, 


lubrication and tire service are provided in the building to the left. New cars are displayed on the mezzanine to right 
C—O 


GEORGE W. WALKER’S service buildin 
a dispatch office just inside the service entrance and a 


work benches, 


provides for skylights over the 


jutting bay where parts and accessories are on display. 
Registrations Dip in Mass., 


But Traffic Shows Gain 


BOSTON.—For the first eight 
months of this year Massachusetts 
issued registrations for 847,287 cars, 
including taxicabs and trucks. In 
the same period of 1943 the total 
was 849,977, or 2,690 more. These 
totals, however, do not mean there 
was a similar loss in vehicles on 
the road, it was indicated. 

When the figures are broken 
down, it is shown that many cars 
and trucks have been re-registered 
two, three or more times when 
resold, the net result being that 
even with sales handicaps, the 
1944 total is ahead. With many 
vehicles also brought to Massachu- 
setts by war workers, not all pay- 
ing for licenses, the total soars 
much higher. 


this year reached 39.283 for a 
total of 704,501 or 8,124 more. 

Truck totals in 1943 were 104,607, 
but with re-issues the net was 
101,708. This year the totals are 
103,503 minus 2,535, a net of 100,968. 
The greater re-issues in 1943 aided 
in giving 1944 the lead, it was 
shown. 

The expected increase in dealers 
was fulfilled with 2,093 to Aug. 
31, against 1,970 a year ago, total- 
ing 123 more. 

Driving licenses gained this 
year. There were 44,625 original 
ones issued this year, against 
33,696 in 1943, or 10,935 more. 

But renewals dropped this year. 
Last year they totaled 864,034 and 
this year, 851,790, a drop of 12,244. 
Financially the state is $85,547 be- 


In 1948 the car registrations | hind a year ago collecting $6,162,216 


were 745,370. This year they were 
743,784, 1,586 less. But in 19438 


there were 48,989 re-issues that | 


total a net of 696,381. Re-issues 


and this year $6,085,669. 


It costs you about a penny-a-day to 
keep abreast of the automotive news— 
better renew NOW! 


Michigan Plans 
Campaign on 
Auto Lights 


DETROIT.—Following the suc- 
cess of its brake testing campaign 
of last May, the Michigan Safety 
Commission will open a statewide 
headlight checking campaign on 
Oct. 15, according to Maxwell 
Halsey, executive secretary. 


In this campaign, trucks as well 
as passenger cars will be checked 
by the state police and local police 
officers in over 100 cities and 
villages throughout the state for 
defective headlights, tail lights 
and, in the case of trucks, running 
lights. 

The brake campaign, according 
to the commission, resulted in the 
saving of 88 lives, prevented 1,188 
serious injuries and prevented 
3,630 property damage accidents. 


Drivers of 80,000 defective cars_ 


were ticketed. 

The fact that more than half of 
the traffic deaths in the state dur- 
ing the fall months of last year 
were pedestrians and that three 
out of every four pedestrian fa- 
talities occurred at night are given 
as the basic reasons for conduct- 


ing the light campaign this fall... 


even in face of a shortage of re- 
pair mechanics and short supplies 
in equipment and repair parts. 
During the campaign a million 
leaflets will be distributed, 50,000 
posters will be used, at least 3,000 
column inches of newspaper pub- 
licity will be sought, spot programs 


on the radio will be used, and five-== 


minute speeches will be made by 
safety and traffic officials to 
gatherings in the state. 
school programs and moving pic- 
ture trailers also will be used to 
further widen the scope of the 
educational part of the month-long 
safety campaign. 


Fire Razes Auto Firm 
WOLFEBORO, N. H.—(UTPS)—Six 
automobiles and all equipment were 
lost when fire destroyed the Hart 
Motor Co., Inc., garage here. 


Democracy is the American way of 
life; let’s keep it that way. 
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Other magazines have larger circulations than Esquire. 
Few are favored with so imposing a list of leading national 
advertisers. Makers of quality merchandise whose names 
and products are known to nearly every American. 
Ranking national advertisers use Esquire because it 
carries authority with the pace-setting portion of the 
American people. And because of the intensity of its 


consumer influence. Esquire’s popularity with men and 


women has created a multiple readership counted in mil- 
lions. And it’s a favored magazine with an important seg- 
ment of officers and men in the armed services. 

The measure of a magazine is the influence it exerts. In 
this respect Esquire’s specific gravity is high. Which ex- 
plains, perhaps, why so many national advertisers regard 
Esquire as one of their soundest investments, now, and 


for post-war. 


Esquire is not only a magazine...IT’S AN INSTITUTION 
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Detroit WPB Abandons 


Redistribution Activities 


DETROIT. — Redistribution ac- 
tivities of the Regional War Pro- 
duction Board in disposal of sur- 
plus materials, machine tools and 
equipment were discontinued Oct. 
1, Carsten Tiedeman, WPB re- 
gional director, announced last 
week. 

Activities formerly handled by 
the redistribution division of WPB 
will be carried on by two other 
governmental agencies, the. Re- 
construction Finance Corp. and the 
procurement division of the U. S. 
Treasury. WPB personnel affected 
by the change include approxi- 
mately 30 people. 

The “WPB Redistributor,” weekly 
publication sent by WPB to 5,900 
factories and individuals, which 
carried current listings of surplus 
or idle materials, tools and equip- 
ment, is also being discontinued. 

Dissolution of the division means 
that an ample supply is available 
of critical materials and machine 
tools for the war effort, Robert F. 
Grindley, head of the _ regional 
redistribution division, declared. 

“The current supply is meet- 


ing the demand,” he said. “Short 
conditions which existed at the 
start of the war have now been 
overcome. In the last few months 
our functions have been more of 
disposing of materials and ma- 
chine tools than of obtaining 
materials and tools to fill critical 
shortages. There was a_ time 
when many war plants were kept 
in production only by the mate- 
rials found in idle or excess 
stocks, but that condition no 
longer exists. 

The WPB regional office, since 
Oct. 1, 1942, has moved 172,842 tons 
of idle or excess steel of some 
200,000 tons reported. This repre- 
sents a dollar value of over $8,000,- 
000. Much of this was moved in 
small quantities of a few hundred 
pounds. 

In addition to steel, the regional 
office moved 1,436,968 pounds of 
copper and 2,096,078 pounds of 
aluminum. 

Since Oct. 1, 1942, 14,380 re- 
quests covering 27,000 items re- 
quired by manufacturers and 
distributors were handled in the 


Universal Oil Co. 


Given to Chemists 

NEW YORK.—Complete own- 
ership of the Universal Oil 
Products Co., of Chicago, valued 
at $10,000,000 to $15,000,000, is 
being given to the American 
Chemical Society, which will de- 
vote the company’s annual in- 
come of $1,000,000 entirely to 
petroleum research. 

This was announced by Dr. 
Thomas Midgley, jr., president 
of the society, at a dinner held 
recently as part of the society’s 
108th annual meeting. The gift 
is being made by the company’s 
co-owners, Phillips Petroleum 
Corp., Shell Oil Co., Standard 
Oil Co. of California, Standard 
Oil Co. of Indiana, Standard Oil 
Co. of New Jersey and the 
Texas Co. 


materials redistribution division. 
In recent months requests for 
materials alone averaged nearly 
900 a month. 

Miscellaneous materials, such as 
construction materials, chemicals, 
textiles and minerals to the value 
of $370,000 were distributed through 
the division’s aid. 


Auto Center Paces U.S. 


Michigan Leads in Volume of War Output 
With 10.6% of National Total 


WASHINGTON.—Producing 10.6 
percent of the national total. 
Michigan continued to lead the 
nation in volume of war produc- 
tion on cumulative figures to July 
31, the WPB reported last week. 

Of a national total of $201,914,- 
854,000, Michigan, which houses 
most of the automotive industries, 
has war supply and facility con- 
tracts of $21,576,634,000. 

Michigan ranked fifth among 
the states in 1939 in volume of 
manufactured products. Ahead 
were New York, Pennsylvania, 
Illinois and Ohio. 

The majority of Michigan’s total 
output is produced in five counties: 
Wayne, Washtenaw, Macomb, Oak- 


Ark. Restores Metal 


LITTLE ROCK.—Arkansas will re- 
turn to metal license plates for auto- 
mobiles in 1945 after trying plastic 
plates this year. The new licenses go 
on sale Nov. 1. 


is the American way of 
eep it that way. 


Democrac 
life; let’s 


Never Underestimate the Power of a Woman! 


42% more women were employed by the 
automotive industries in 1940 than in 1930. 


ee JOURNAL 


LARGEST AUDITED CIRCULATION OF ANY MAGAZINE 


land and Monroe. Their combined 
total adds up to $16,303,464,000 of 
the state’s total. 

Here’s the standing of the leaa- 
ers in volume of war production: 


1—Michigan $21,576,634,000 
2—New York 19,045,897,000 
38—California 18,403,055,000 
4—QOhio 14,220,204,000°— 
5—New Jersey 12,444,980,000 
6—Pennsylvania 11,977,400,000 
I—Ilinois 11,715,000,000 

No other state has produced as 
much as $10,000,000,000. 

At the same time WPB released 
a partial report on national volume 
for July and August. 
program was 64 percent complete 
with two-thirds of the year gone. 
July output lagged 4 percent be- 
hind schedule, and August 3 
percent. 


Only one item—military vehicles 
—was ahead of the goal set at the 
beginning of August. Aircraft and 
ships are 6 percent behind, ammiu- 
nition and signal equipment 3 
percent. 


Only 45 percent of the year’s 
heavy truck program was com- 
plete, but showed a _ substantial 
upturn in August. July volume was 
$5,300,000,000, August $5,430,000,000. 


Aircraft 


(Continued from Page 14) 


$1,500 to $1,699; and $1,900 to 
$2,099. Few indicated willingness 
to pay more than $3,000. 

* * * 


Question Brings 


Realistic Answers 

“How many seats do you pre- 
fer in your plane?” turned up a 
preference by both military andy 
civilians for the four-place plane. 
Then, realistically, the next ques- 
tion was “Since each additional” 
place in a small plane is costly, 
what is the minimum number of 
seats you could use?’ and a few 
still called for four, 17 percent of 
the civilian and 12 percent of the 
military. But 61 percent and 65 
percent would accept a two-seater. 

Confidence in our airplane en- 
gines appeared in the answers to 
the question, “If a twin-engine 
construction cost twice as much as 
a single, which would you prefer?” 
Fifty-five percent of civilians and 
67 percent of the military fliers 
would prefer a_ single-engined 
plane. 

Automobile dealers are listed in 
this survey as one of three logical 
dealers and distributors of air- 
planes. The surveyors took a 
quick poll of existing automobile 
dealers, and found that the idea 
has occurred to a rather large 
proportion of them. Details of this 
survey will be treated in a sub- 
sequent column. 

“Concerning the future of per-’ 
sonal planes, however, there is 
much speculation,” the 
concludes. “A great deal depends 
upon the ability of the industry to 


supply the types of planes that the ~ 


public can fly safely and economi- 
cally. The growth of private fly- 
ing also depends upon the develop- 
ment of airports. Another impor- 
tant factor will be the education of 
the public to the pleasure and 
utility of flying. The younger gen- 
eration, we find, is well-informed 
aeronautically, but older folks are 
obsessed with notions of the diffi- 
culties and dangers of flying, and 
regard it as a strictly youthful 
activity.” 


Hadrad, Gartside Buy 


Cranbrook (B. C.) Firm 
VANCOUVER, B. C. — George 
Hadrad and Eddie Gartside, Cran- 
brook, B. C., who have operated 
the Kootenay Motors, Ltd. (Chrys- 
ler-Plymouth), on lease for two 
years, have bought the business 
from its owner, Dr. W. A. Fergie. 
They have added a mechanic 
from Calgary to their staff and 
Les Sainsbury of Cranbrook as 
front man, and will operate the 
business under their own names. 


Mullens Sees the Light 


MULLENS, W. Va.—The Mullens 
City Council has decided to adopt 
parking meters again here as traffic 
is becoming too much of a problem 
without them. 


The year’s: 


survey “ 
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at Ford Motor Company the pio- 

,new devices are continually being 

But one day the story of this modern 
pioneering can be told. It will be told, you 


Today, 
neering still goes on. New methods, new 


30,000,000 low-cost motor cars and trucks 
materials 

developed. You rarely hear about them, be- 
cause Ford assignments now are military. 
may be sure, through the medium of Ford, 
Mercury and Lincoln cars so advanced in 
both style and engineering that new mil- 
lions will seek to own them—for comfort, for 
smartness, for reliability, and for economy. 


to serve the needs of all the people. 


ife 


\ 


yD 


\ 
NDS 
i 


into | 


\\ 
x x Wn x S a | 


MEGA AY 


ttered 


\ 


cecal 


WI GQ|TEEEQVAG§{v 


AQUOS WW y | = 
YORK A eet /Aneeeens 
MQ AAGGS \ Z 


\\ \ fe cna ‘ 

* ‘ iN * \ WA \ 
WWW WW W Ww \ vy = 
| ae i I~ D 


A 


OCTOBER 2, 1944 
ine spu 


* 
His mind was already stirring 


with thoughts of a new and larger engine for 


transportation use. 


FORD MOTOR COMPANY 


. 
* 


It had served its purpose. His idea was 

But he did not stop to applaud himself. 
“The man who thinks he has done some- 
thing,” Mr. Ford once said, “‘hasn’t even 

Just ahead lay the pioneering which was 
to produce the Ford automobile of world- 
wide use. Ahead lay the creation of the first 
industrial assembly line, hundreds of inven- 
tions and improvements, the building of 


Ford was satisfied. He put the engine aside. 
proved. 
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a hand- 
Gasoline was fed from 


an oil cup. A wire connected to the kitchen 


light furnished the spark. 
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Flame came from 


the exhaust, the sink shook and the trial en- 
gine was running under its own power. Mr. 


itchen... th 
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In the kitchen of his Detroit 


1890's. 


\\ 


T HAPPENED far back—in the very early 
His apparatus, clamped to the kitchen 
sink, was a piece of one-inch gas pipe, reamed 


home, a young engineer, named Henry Ford, 
He spun the flywheel. 


was testing a principle of the internal com- 


bustion engine. 
out for a cylinder—the flywheel 


wheel from a lathe. 


In the Ford k 


| 





AUTOMOTIVE NEWS, OCTOBER 2, 1944 


WHATS COMI 


al 


From the company that startled the industry 
in 1941 with a new kind of car in the low- 


priced field ... 


From the company whose sales were moving 
up at a faster pace than those of any other 


low or medium-priced car when production 
was stopped for war... 


From the company whose record of producing 
high-precision war material in the last three 
years is one of the greatest in the country... 


From the company whose progress in the last 


: 


five years has been as great, if not greater 
than any other in the industry... 


You have the right to expect great things...and 
you are going to get them! 


There is coming from Nash a new car that will 
give you more of what you want next year— 
the year after—and the year after that—than 

any other low-priced car that will be on the 
market ...the new Nash “600.” 


There is coming from Nash what we have 
designed to be the finest, the most luxurious, 
the most economical car ever built for the 


~~ 
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medium-priced field...the new Nash Ambas- - The Nash selective dealer franchise offers not 
sador Six. only more sales ... not only more profits per 


oe > ‘ ! 
There is coming from Nash a great two-market dealer, but the opportunity to get set for life 


franchise that is especially designed to capital- 
ize on the tremendous postwar sellers’ 
market... There are a few selective dealer points still open. 


That’s what’s coming from Nash! 


Wy ES A 


of NASH-KELVINATOR CORPORATION 
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Ind. OPA Unit 
‘Formed to Help 


Enforce Ceilings 


INDIANAPOLIS. Herman 
Schaefer, Indianapolis, secretary 
of the Indiana Automobile Dealers 
Assn., has been named by James 
D. Strickland, Indiana OPA dis- 
trict director, as chairman of an 
industry advisory committee to 
cooperate with the OPA in the ad- 
ministration of used-car _ price 
regulations. 

Other members of the committee 
are J. H. Taylor, Sam Abels and 
Cc. H. Wallerich, Indianapolis; Wil- 
liam Wheaton, Evansville; Frede- 
rick M. Sutter, Columbus; Roy 
Campbell, Richmond; G. L. Schuas, 
South Bend; Glenn R. Pitman, 
Lafayette; H. A. Bennett, Madi- 
son; Douglas Scheid, Frankfort; 
Bruce C. Kixmiller, Vincennes, and 
C. A. Grieger, Fort Wayne. 


Meanwhile, local used-car deal- 
ers stated last week that a major 
effect of the first month of opera- 
tion under OPA ceiling prices has 
been to reduce floor stocks. Indi- 
viduals apparently prefer to sell 
to other individuals and exploit the 


The hope 
of mankind 
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TOM RAY buys Pontiac dealership in Glendale, Calif. 


Ray has 18 years 


with General Motors and 11 years Pacific Coast regional manager for Pontiac. 


Pictured above, Ray (left) 
Los Angeles zone manager. 


ceiling prices themselves rather 
than to dealers who must make a 
profit. 

Rather than sell their cars at 
ceiling prices, many individuals 
are keeping them, dealers reported. 
One dealer said that in his opinion 
individuals are “black marketing” 
their cars in sales to other indi- 
viduals. 


signing franchise, 


witnessed by John Bathrick, 


Concensus of the dealers, how- 
ever, was that there is no pinch 
yet. Stocks were unusually large 
just before ceilings were placed 
in effect, a factor said to have 
insured against too rapid a de- 
cline in used-car supplies. 


It costs you about a penny-a-day tu 
keep abreast of the automotive news— 
better renew NOW! 


Dealers tell me 


(Continued from Page 3) 


their cars have already converted 
them into cash. A high percent- 
age of the people, who now own 
cars, have sufficiently critical 
need for them so that they 
couldn’t be enticed to sell them 
for any amount of money that 
might conceivably be offered. 

Still another reason is that the 
public, as well as the dealers, had 
a 30-day notice on the used-car 
price ceilings. The people who an- 
ticipated surrendering their used 
cars and were holding off for 
higher prices naturally acted be- 
fore July 10. 


* * * 


Advertising Seen 


As a Help 


N recognition of the fact that the 

available supply of used cars is 
shrinking, the farsighted automo- 
bile dealer will lay his plans to 
cut in on a larger share of the 
available supply and_ therefore 
boost his percentage of the busi- 
ness. He can increase the total 
number of units he handles in 


Tue pace of human progress is tied to what goes on in the minds 
of men. Public opinion makes war and peace and treaties and trade. 
It wins elections, makes and breaks leaders and faiths and 
philosophies. And public opinion is simply what men believe in their 
minds about the world they live in. 
That is why full reporting and interpreging of the news has become 
one of the world’s great forces for human good. It is why you your- 
self must know your world before you can hope to shape your ends. 


to do its special share of the task. , ; 
You must have the news without distortion—either deliberate, 
accidental, or careless. You must have the news with full interpre- 


It is why America’s magnificent working press dedicates some of 
the ablest people on earth to the fearless, tireless, 24-hour-a-day 
job of getting you the news. 

And it is why we have made Newsweek the kind of magazine it is— 


tation of significance, in so far as skilled interpreters can give 
you that. You must have the news with as much forecast of human 
portent as it can decently be given. 


And that is what Newsweek will give you—as it now gives millions 
of the best-informed people in the world. 


*In designating the readers of NEWSWEEK as Significant People, we 
merely compress into two words their all-around “far-above-average- 
ness”—both mental and material. 
The intrinsic character of NEWSWEEK attracts such people naturally. 
Their unusual “mental acquisitiveness,” and their eager interest in 
the new, are qualities that make them especially receptive to your 
advertising. Qualities which have led them to NEWSWEEK in such 
numbers that its circulation has risen 78% in six years, while its 
advertising revenue (among all general magazines) has ad- 
vanced from twenty-second to fifth place. 


A WELL-INFORMED PUBLIC IS AMERICA’S GREATEST SECURITY 


NEWSWEEK... 
to report, 
to interpret, 
to forecast the truth 
of human affairs 


for America’s 
Significant People* 
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proportion to the energy and 
technique that he uses in becoming 
headquar‘ers for buying and sell- 
ing used cars in his community. ~* 


This column in the recent past 
has quoted ads used by dealers, 
to influence owners to sell their 
cars. I had a letter from one 
Southern dealer who said he 
merely ran an ad offering to 
tell owners the ceiling price of 
their cars and to help them 
make out the certificates of 
transfer, with the result that he 
bought more cars last month 
than he did in June. 


* * * 


Pressure Groups 


Forced Ceiling 

WANT to repeat what I have 

said several times before—the 
OPA officials know they have @ 
difficult task. They held off im- 
posing ceilings for 18 months sim- 
ply because they realized the dif- 
ficulty of enforcement. We prob- 
ably wouldn’t have ceiling prices 
now except for the _ pressure 
brought by labor unions on con- 
gressmen, which in turn resulted 
in pressure on OPA. The payoff 
on the union’s insistence is that a 


CIO national publication was the 


first to bitterly complain of the 
used-car ceiling prices on _ the 
basis of high ceilings and the fact 
that a 25 percent markup was 
allowed the dealer for guarantee- 
ing the car. 


OPA admittedly needs help in 
its tremendous task. The trade 
is in position to give it to them 
In the OPA districts where there 
are automobile dealers serving 
on rationing board price panels, 
there are few complaints re- 
garding enforcement. Get the 
trade represented on the panels 
in your district. The board chair- 
men want public-spirited men 
who will take such an assign- 
ment as a public trust—not as a 
competitive advantage. 


The situation can be vastly im- 
proved if dealers will change from 
an antagonistic to a cooperative 
attitude, and really use their in- 
genuity and sales technique to buy 
cars at a reasonable price. Help 
the enforcement of the regulation 


in your community by volunteering _ 


as a member of the rationing 
board. It will hasten the day when 
the used-car regulation will either 
prove workable, desirable and in 
the public interest, or so unwork- 


able that everybody will be con-» 


vinced that it is unnecessary and 
should be abandoned. 


Die Costs Cut 


Cheaper Fabricating Process 
Devised for Bodies 


DETROIT.— Die costs are re- 
ported slashed by a new process 
for fabricating auto bodies an- 
nounced here last week. The 
process was developed by John 
Tjaarda and Associates, automo- 
tive designers and engineers. 

The all-steel body has required 
tremendous costs in die applica- 
tions, but the new assembly meth- 
ods, made possible by the com- 
posite body structure which is built 
of steel, aluminum, resin-bonded 
plywood, paper and fiber glass, 
allow a considerable reduction of 
time and manpower in assembly. 

Bodies built by the new process 
have a higher impact resistance. 
lend themselves to much more 
flexible design and show a weight 
decrease of around 30 percent over 
the present body, while the cost 
of manufacture is considerable be- 


low the prewar unit, it is claimed. 


Metropolitan Body 


Awarded E Pennant 


BRIDGEPORT, Conn. — Metro- 
politan Body Co., manufacturer of 
radar cabinets and Navy gun 
shields, was awarded the Army- 
Navy E pennant Sept. 26, it was 
announced last week. 

The company, which makes 
truck bodies in peacetime, is owned 
Philip and William Carlson, 
brothers. In 1936 the brothers in- 
vented a double capacity body for 
light trucks. 


All Wars End! There'll be Cars and 
Trucks and Tires to sell again. 
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$4,496,734,000 Chicago market! There it is—shown within the heavy the Tribune blankets the entire market. In 756 cities and towns of 










black line in the map above. Self-contained and clearly defined by 1,000 or more population the Tribune reaches one out of every three 
merchandising practice and consumer habit, it is famous for its pur- families on weekdays and practically every other family on Sundays. 
chases of automobiles, refrigerators, furnaces, radios and “big unit” To enable advertisers to make the most effective advertising pres- 
products generally. entation of name, product and message the Tribune offers a choice of 
The Chicago market is the hub of the nation, quickly accessible to monoroto, coloroto, comicolor, newsprint color and black and white 
factory and salesmen. Natural advantages, proved responsiveness printing in sections of demonstrated high productivity and at milline 
and huge, diversified income have made the Chicago market, time and rates which are among the lowest in the country. 
again, the starting point from which many products have been launched Here is a market too important 1o overlook—one which richly 
into national prominence. It is large enough to absorb the total output rewards concentrated attention and for which it is not too early to lay 
of many a manufacturer. It can be developed quickly and at one low plans now. You'll find it easy to get started. For market facts and 
cost through a single advertising medium—the Chicago Tribune. merchandising ideas on how best to get going in this key market, call 
Bought, read and bought from in this market as is no other medium, a Tribune representative. 
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THE WORLD’S GREATEST NEWSPAPER 










August average net paid total circulation: 
Daily, Over 975,000; Sunday, Over 1,300,000 
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Livestock Trucks 
Saving 47 Million 
Miles Per Year 


WASHINGTON. — More than 
47,142,000 truck miles are being 
saved annually in transportation 
of livestock to market under the 
conservation program established 
by the Office of Defense Trans- 
portation in August, 1943, Col. J. 
Monroe Johnson, ODT director, 
said recently. 


“This program is being carried 
on through 130 livestock industry 
transportation advisory committees 
organized on an ODT district 
basis,” Col. Johnson said. “Co- 
operating with these committees 
are 2,020 subcommittees selected on 
a county basis. They are all to be 
highly commended for the splendid 
results attained in conservation of 
transportation.” 

The savings in truck miles were 
effected largely by local programs 
suggested by members of the live- 
stock industry. These included use 
of smaller trucks in assembling 
small lots of livestock, avoiding 
trips for single heads of livestock 
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Don Smith Is Reelected... 


Mich. Truckers Warned 
On Tires and Speed 


AT GE 
milling time of rubber. Left 
Tire 
Knight Newspapers; S. S. 


and eliminating crosshauling and 
moving of shipments in directions 
contrary to the normal flow. 
Other important factors included 
carrying capacity loads in over- 
the-road movements and securing 
return loads whenever practicable. 

“Reports from ODT district 
offices, the livestock industry, ad- 
visory committees, national farm 
organizations and other groups 
aiding this program show that 
more livestock has been trans- 
ported under the ODT program 


ERAL TIRE’S demonstration of its new 
to right—Wm. F. O’ 
Rubber Co.; Wm. Packer, Packard Motor; John S. Knight, publisher, 
Poor, General vice-president. 


pregee of reducing the 
eil, president, General 


than ever before, with fewer ve- 
hicles,” Col. Jonhson said. “No 
livestock has remained on farms 
because of a lack of transportation 
facilities. 

“Had it not been for the coopera- 
tion of the entire livestock indus- 
try, producers, haulers, dealers and 
processors, I am sure some live- 
stock would not have _ reached 
market in the orderly manner it 
has during the past year,” Col. 
Johnson said. 


By Jack Weed 
Truck Editor 

DETROIT.—The streamlined 11th 
annual business session of the 
Michigan Trucking Assn. last 
week, drew an overflow crowd de- 
spite the fact that little pub- 
licity was given the affair and no 
effort was made by the officials 
even to get out the membership. 

Acting on the request of Col. 
Monroe Johnson, director, Office 
of Defense Transportation, this 
falls meeting was moved to 
Detroit and cut to an afternoon 
and evening session. 

In the afternoon James E. Hale, 
chief of the development section 
of Firestone, gave an address on 
the “Progress of Synthetic Rubber 
Tire Production” and included in 
his talk, which accompanied many 
slides of charts, a treatise on what 
the operator should do to conserve 


The Keystone 
Combination 


When the chips are down in the big 
series, the all-important “edge” 
rides with the team that can exe- 
cute those lightning double plays 
around second base. 

Unless the vital keystone com- 
bination can get ° 
the clutch, few ball clubs can long 
entertain any solid pennant hopes 
no matter how brilliantly their hit- 
ters and pitchers may perform. 

Similarly, manufacturers and re- 
tailers with goods and services to 
sell in the $214 billion Philadelphia 


‘two for one” in 


phia’s two 


market have learned that the secret 
of success lies in the “double play” 
potential of “THE RECORD—and 
ONE Other.” 

Only by employing this keystone 
selling combination can advertisers 


bridge the gap between Philadel- 


clearly defined news- 


paper audiences, The traditionalists, 
who read one—or both—of the 
city’s two conservative papers. And 
the liberal-minded Philadelphians 
who buy—believe in—and support 


The Record. 


PHILADELPHIA RECORD 


QUARTER MILLION DAILY .- 


HALF MILLION SUNDAY 


Represented Nationally by George A. McDevitt Co.—New York. Chicago, Philadelphia, Detroit, Cleveland 


the rubber now on the wheels of 
the nation’s trucks. 

Hale stated that the progress 
in the development of a satis- 
factory truck tire from synthetic 
had been so fast that, in his 
opinion, by the time we geét 
natural rubber back the synthe- 
tic truck tire will be so good we 
will not want the natural rubber. 
Another note of optimism was 
that he thought the rubber com- 
panies will be making most all 
of the tires that will be needed 
by the end of the year. 

Capt. L. A. Lyons, deputy com- 
missioner, Michigan State Police, 
warned the truckers that the state 
police are going to enforce the 40- 
mile speed limit on trucks to con- 
serve rubber, to prevent speed ac- 
cidents and truck deterioration 
from high speed. He told the 
operators that the state police had 
been lenient up to this time, due 
to the fact that they appreciated 
the great need for moving wartime 
loads quickly, but that the bad 
effect on tires and equipment had 
reached the point where it over- 
balanced the aid given deliveries. 
He also warned the operators that 
they should immediately get busy 
and have antiquated truck legis- 
lation changed before some group 
of legislators demanded its being 
enforced by the police. These laws 
included a 25-mile top speed for 
trucks with 18,000 pounds or more 
and a 35-mile top speed for all 
trucks. 

Santmeyer, of the Office of Price 
Administration, told the truckers 
that the new posting regulation 
where every dealer must post the 
quantity of tires in 8.25 x 20 size 
and over, should help those truck- 
ers who are having difficulty find- 
ing tires for their vehicles. 

Arthur Butler, of the Automo- 
tive Council for War Production, 
who spoke on postwar vehicles, 
said that the civilian new truck 
program was so far behind 
schedule, due to the fact manu- 
facturers were only getting about 
70 percent of the tires they need, 
that only 50,540 out of the 101,298 
trucks authorized will be built 
this year. He also said that the 
foundries, in addition to tires, 
were the only critical bottlenecks 
today and that both the engine 
and transmission builders had 
been able to get out of the bottle- 
neck production doghouse re- 

cently and are constantly in- 
creasing their production up to 
authorized rate. 

A statewide headlight and tail 
light inspection campaign for a 
month’s duration will jump off on 
Oct. 15, Maxwell Halsey, executive 
secretary of the Michigan Safety 
Commission, told the truckers. He 
also said that trucks would be in- 
cluded. 

Walter Belson, tire specialist of 
the American Trucking Assns., 
spoke “off the record” and read the 
crystal ball on a number of things 
he felt sure were going to happen 
soon. He predicted for the record, 
however, that truckers would not 
be able to get sufficient tires to 
keep their units running until at 
least 30 days after V-E day. 

Henry Weaver, chief of the 
General Motors Research depart- 
ment, gave the banquet talk in the 
evening in his characteristic man- 
ner. In fullfilling his assignment 
to speak on the subject, “Is the 
Customer Always Right,” he an- 
swered in the negative by referring 
to the present production of the 
American automotive companies. 
He brought out that Germany and 
Japan were the present customers 
and the automotive companies 
were making every endeavor to 
produce merchandise for them in 
the most cantankerous shape pos- 
sible, and deliver when they don’t 
want it and least expect it. 

Looking into the future, he 
said that what the public will or 
will not stand for looms up more 
than any other time in history, 
as a guiding line to the produc- 
tion of postwar goods. 

Don B. Smith was. elected 
president for the coming year with 
Howard Minnish, first vice-presi- 
dent, John Mulvena, second vice- 
president, Dan Maronick, treasurer, 
and Caroline Kirker, executive 
secretary. 
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He was a big man, 
was Daniel Webster! 
When he stood up 
to speak, the Stars 
and Stripes came 
right out in the heavens. Why, even after he was 
buried—they’ll tell you—you could still hear the deep 
boom of his voice rolling out the immortal question: 
“How stands the Union?” 


Yet, as a lad on the New Hampshire farm where 
he was born, Daniel was the delicate member of his 
rugged ‘family. His footsteps lagged in the furrowed 
fields. His mind lay fallow, thirsting for knowledge. 
He had.-a passion for books. And with his wise father 
guiding his footsteps, Daniel read and read far into 
the night... reading by candlelight... beginning with 
the Bible... remembering it word for word. 

“I cannot recollect a time I could not read,” he said. “ We 
had so few books that to read them once or twice was noth- 
ing. We thought they were all to be got by heart.” 

Thus, his great fount of knowledge sprang from books. 
His eyes, poring over the printed page, etched ideas and in- 
formation forever upon his mind. 

This information, these ideas, were the rich soil from 
which sprang his great orations in defense of the Union . ++ 


orations which had a lasting influence upon the youthful 
Lincoln, and through him upon the history of America. 


READING has been a dominant factor in the growth of most 
of the leading figures of history. Knowledge is power ... 
and reading is the rrchest source of knowledge. 


Only through the unhurried eye of the reader can ideas and 
information be absorbed completely, in detail. When you 
read, you can set your own pace . . . go back and read again 
... make notes... stop and think. Reading is not yours for 
a fleeting instant only. It is yours for all time. 

This rewarding experience is abundantly provided by The 


American Weekly, which is read by more people than any 
magazine in the world. For in its pages, life as we live it is 














Greatest 
Circulation 
in the World 












Hanna Bldg., Cleveland 15 + 

















a AUTOMOTIVE NEWS, OCTOBER 2, 1944 


ae 





Statesman... orator... defender of the Union... Daniel Webster profoundly snfinenced 
the youthful Lincoln; and through bim the whole future bistory of America. 


READING powered his Fight 
;- to save the NATION! 


vividly portrayed ...a moving panorama of human struggie 
and achievement, love and sacrifice, heartbreak, and triumph 
...the march of science . .. the hopeful advances of medi- 
cine .,. the power and beauty of literature, religion, art. 


The articles in The American Weekly are read in more than 
7,750,000 homes from coast to coast. And because they are 
so clear, authoritative, and stimulating, they also are used 
regularly by teachers in the classrooms of schools and 
colleges throughout the United States. 

The American: Weekly is a constant companion and inspi- 
ration to millions of Americans ...Who can doubt that the 
manufacturer who associates his product or his company 
name with such an influence is tying in with the greatest 
force known in advertising? 





MAIN OFFICE: 959 EIGHTH AVENUE, NEW YORK 19, N.Y 


juan BRANCH OFFICES: 5 Winthrop Sq., Bastom 6 » Arcade Bldg. Ss. Lens + Hearst Bldg, Chuago6 © 101 Marictia %., Atlanta 3, 
General Motors Bldg , Detrou2 + 
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Parley on Future Aircraft 


Set for Oct. 5-7 by SAE 


NEW YORK.—An intensive en- 


gineering conference on the appli- | 


cation of wartime experience to 
postwar design, construction, pro- 
duction and utilization of both 
military and civilian aircraft, en- 
gines, and accessories has been 
called by the Society of Automotive 
Engineers for Oct. 5-7 in Biltmore 
Hotel at Los Angeles. 

The SAE National Aeronautic 
Meeting and Aircraft Engineering 
Display, it was revealed by Gen- 
eral Manager John A. C. Warner, 
will bring aeronautical engineers 


, from every section of the U. S. 

Among subjects on the program 
will be operation of transport 
planes, production of small air- 
craft for civilian use, possible ap- 
plication to aircraft engines of 
fuel-injection systems, and cabin 
design for passenger comfort. 
Other subjects for discussion in- 
clude undercarriage research and 
design, applications of plastics in 
aircraft construction, methods of 
improving flight performance, 
and operating problems at high 
altitudes. 





Foamex Again | 


Firestone Makes It | 
With Synthetic 
AKRON.—The smashing of one} 
of the war’s critical production 
bottlenecks through the develop- 
ment of a process to produce foam 
rubber from synthetic latex was 
announced last week by Firestone 
Tire & Rubber Co. 

The result of months of research 
by the rubber industry, the dis- 
covery will mean new safety and 
comfort for millions of American 
fighting men. Because foam rub- 
ber previously could be made only 
from scarce natural latex, relatively 
unsatisfactory substitutes had to 
be used for tank shock pads, gun- 
ner pads, and so forth. 


Revolutionary Engine? - 


New Design Reported Giving Same Power 
With One-Third the Weight 


MEXICO CITY. — (UTPS) —A 
gasoline engine which some believe 
may revolutionize postwar auto- 
motive and aeronautical design has 
been developed by Miguel Corona 
Corona, young technician of the 
Mexican Ministry of Health and 
Public Welfare. 

Foreign and domestic experts 
who witnessed tests of the machine 
at an unnamed factory in this 
country report that its perform- 
ance is “highly satisfactory.” They 
add that it is only one-third as 


secutive nasa imitate ascii LEED 


CHANCE-VOUGHT CORSAIR 


(), giant flying 


non-stop flight... 


boats that span the ocean in 


on hard-hitting bombers and 


speedy fighters launched from carrier decks... 


wherever Navy planes fly on far-flung battle lines 


—there you will find PLexicias enclosures. 


Strong, light, and permanently transparent, this 


Rohm & Haas acrylic plastic has convincingly 


demonstrated its advantages in eight years of fly- 


ing under all weather conditions. Today, PLEXIGLAS 


is seeing active service on every type of Navy 


plane. In nose sections, gun turrets, cockpit 


DOUGLAS DAUNTLESS 


MARTIN MARINER 


Official U. S. Navy Photographs 


enclosures, tail assemblies, it affords clear vision 


for the crew... gives protection from wind, 


weather, and freezing slipstreams... saves pre- 


cious flying pounds. 


The Rohm & Haas technical 


staff is ready to 


assist you in adapting the outstanding advantages 


of ‘‘Aviation’s Standard Transparent Plastic” to 


your war production or postwar product planning. 


DETROIT OFFICE: 619 Fisher Building—Madison 1500 


Only Rohm & Haas makes PLEXIGLAS 


Pusuctas is the trade-mark, Reg, U.S. Pas, Off, for the acrylic resin thermoplastic sheets and molding powders manufactured by Rohm & Haas Company 
Represented by Cia Rohm y Hass, S.R.L., Carlos Pellegrini 331, Buenos Aires, Argentina, and agents in principal South American cities, 


ROHM & HAAS COMPANY 


WASHINGTON SQUARE, PHILADELPHIA, PA. 
LU PUaR ee Chemicals including Plastics . . . Synthetic Insecticides . . . Fungicides . . . Enzymes . . . Chemicals for the Leather, Textile and other Industries 


heavy as others of the same power, 
can run 30 minutes without oil, 
and is exceedingly simple_ in 
construction. © 

Following the trials, manufac- 
turing rights were acquired b 
representatives of “an _ Alli 
power” which expects to have it 
under mass production for war 
purposes before the end of this 
year. 

Employing guarded language »t0 
describe what he considers a 
“military secret,” the inventor re- 
vealed that his brainchild com- 
pletely does away with the need 
for crankshaft and connecting rods. 


“Up to now it apparently hadn’t 
occurred to anyone that this could 
be accomplished,” he said. “The 
crankshaft was eliminated by sub- 
*stituting an extremely light steel 
part—which avoids vibration, wear 
and tear, and breakage of delicate 
pieces. 


“Special devices, attached to the 
pistons, take the place of the con- 
necting rods. These are arranged 
in such a way as to balance the 
pressures and make it possible for 
the motor to run just as perfectly 
as if it had a crankshaft—and 
without vibration.” 


While excess heat resulting from 
lack of oil quickly melts connect- 
ing rods of alloy, Corona claims 
that this cannot happen to his 
substitutes—which are made of 
high-resistant steel. 


“Although the motor was run 
for a half-hour without oil,” he 
stated, “a thorough inspection 
failed to disclose the slightest . 
damage.” 


The 38-year-old inventor, who 
holds numerous patents on surgi- 
cal instruments, began his ex- 
periments early in 19438. Backed _ 
by Dr. Gustavo Baz, Mexico’s 
minister of health, he first built 
a 40 horsepower working model » 
on a small lathe in his own shop, 
later supervising construction of 
the full-sized job purchased by 
the aforementioned foreign 
country. 


Engineers who have examined 
the Corona motor comment that 
its chief advantage seems to be 
lightness. They say it gives one 
horsepower for every 300 grams 
of weight, as compared with a 
usual ratio of one to 900. Since 
four 1,000-HP. Corona engines to- 
gether weigh little more than one 
of those now used in bombing and 
passenger planes, they calculate 
that it will increase the carrying= 
power of such planes by as much 
as 75 percent. 

The Corona motor is also be- 
lieved capable of much higher 
speeds than those of a similar type. 
Despite its limited horsepower, the 
original model attained 550 kilo- 
meters per hour with the help of 
a@ special supercharger — another 
Corona innovation—which is said 
to double the normal amount of 
oxygen in the combustion chamber. 

With slight alterations in each 
case, the motor—whose parts are 
almost entirely duralumin and 
steel—can be adjusted to burn 
Diesel oil, regular or high-octane 
gasoline. 


Roberts Boosted 
In Ford Sales 


DEARBORN.— James P. Rob- 
erts, for the last four years as- 
sistant manager of the Chicago 
branch of the Ford Motor Co., has 
been appointed manager of the St. 
Louis branch. 

Announcement of the appoint- 
ment was made here last week by 
J. R. Davis, director of sales and 
advertising. 

Arthur S. Hatch, manager of the 
Chicago branch and the Middle- 
western sales region, presented 
Roberts to dealers at a meeting in 
St. Louis. C. M. Pfeiffer, assistant 
manager at St. Louis, will continue 
in that capacity. 

Roberts joined Ford in Aug., 
1921, at the Chicago branch. 


Gas Corp. in Auto Supply 
NORFOLK, Va.—Gasoline Distribut- 
ing Corp. with maximum capital of 
$10,000, has been chartered by the 
Virginia corporation commission to do 
a gasoline distributing and automo- 
bile ~~ ly business. Pierre Schmitz, 
of Norfolk, is president. 
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This is a chain gang as it was pictured in True 
Detective. This is not a pre-Civil War scene. 
Only until recently, this was the way prisoners 
of a great state government were forced to 
expiate their crimes. Robert Elliot Burns still 
bears the marks of such a chain gang. 





Burns was a machine-gunner in World War I; couraveous and popular with his comrades. After hard labor on the chain gang. Burns did the human thing when opportunity offered. He oak 
demobilization, he looked up his old job in Brooklyn without success. He hitch-hiked to the warm Reaching Chicago, he became a successful publisher i in 7 years; then, by a friend he trusted, he was 
South, fell in with jobless, hungry companions who held up a grocery store. They got $5.80 and 


There is a new Governor in the State of Georgia. 


Like the people who elected him, he does not believe in chain gangs. 
Let him tell you in the words he used to the Georgia voters: ‘“There is 
no room in the modern State of Georgia for medieval prison practices. 
If I become Governor of this state, we will correct such abuses:’ 


That was a cardinal plank in his platform. And that plank was put oo : , : 
there by the power of True Detective and Master Detective to rouse a voluntarily. He was double-crossed; sent back to the chain gang. After 14 months of torture, he 









: E - escaped a second time and, while a hunted fugitive, appealed to Editor John Shuttleworth who 
nation’s scorn. The crusading story of how that was done is told here gave his tragic story to the nation in True Detective. This created a nationwide storm of protest 
in picture and caption against the brutalities of the entire chain gang system. Backed by Editor Shuttleworth in both 







The more-than-a-million readers of these great magazines are key 
citizens in their communities. They believe crime must be punished. 
But they also believe that chain gangs have no place in modern penal 
practice—that the case of Robert Elliot Burns, fugitive from a Georgia 
chain gang stands, and will forever remain, a beacon light proclaiming 
what a state should NOT do if its penal system is to justify its existence. 









:. ¢ 6 @ 
The influence of such magazines with such an audience can’t help but , 

i ised ds. It is an influence that works True Detective and Master Detective, Burns resisted repeated attempts to extradite him; is today a 
een a? = _—~ — : di but with happy husband and father, a successful business man in New Jersey. Now, 22 years after, a liberal 
not only with direct effect on the immediate audience but wi power Governor directs Georgia affairs and on the lessons of the Burns Case, the state has reformed its 
ful indirect effect on the millions this audience counts as friend. entire penal system. Above is Tattnall, Georgia’s new, modern state prison, one of the finest of its kind. 









Two of the eight WACFADDEN PUBLICATIONS 


Field on lis Readers ond Its Veluc to Society 2 RUE DETECTIVE . MASTER DETECTIVE | 


28 


ODT to Shift 
Some Truck Gas 
Duties to OPA 


WASHINGTON.—The Office of 
Defense Transportation announced 
recently that it is completing ar- 
rangements to transfer a part of 
its commercial motor vehicle gaso- 
line rationing functions to the 
Office of Price Administration, to 
become effective about Oct. 15. 

In a statement, ODT Director 
J. Monroe Johnson said: 

“Present conditions require that 
the ODT regional highway organi- 
zation direct a greater amount of 
attention and effort to the trans- 
portation phases of the ODT pro- 
gram, rather than the detailed 
work of gasoline rationing. After 
almost two years’ review of gaso- 
line allotments to commercial mo- 
tor vehicle operators, present cer- 
tifications reflect the general needs 
of the industry.” 


Detailed arrangements concern- 
ing the processing of application 
forms, the issuance of certificates 
of war necessity, action on appeals 
and requests for gasoline from 
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THESE WOMEN of the Chevrolet mailing department, working amid 
veritable mountains of gift boxes, are preparing Christmas packages for 12,000 
men and women Chevrolet employes now in the military forces for delivery 
Christmas day on the fighting fronts everywhere. In the picture (reading 
from left to right around the table) are: pe A Belanna, Mary Lowndes, 
Betty Beebe, Ruth Esch, Muriel Malcomson, Laurie Poyner, Zelma Lawrence 
a J. Shobbrook, Neoma Hough, Betty Brady, Mary Mackinin an 

oris Hight. 


commercial users and the proce- : Wine. ee Oh te i ee 
dures to be followed are now being 
studied by OPA and ODT officials. | no, aT eatin ane By FOOT ealer to 


Half for Civilians... 


Nation’s Gas Stocks 
At Prewar Levels 


WASHINGTON. — Although the 
nation’s total gasoline stocks are 
at prewar levels, only about half 
of the gasoline now in storage is 
available for civilian use, Deputy 
Petroleum Administrator Ralph K. 
Davies announced last week. 

Commenting on the nation’s 
stockpile of gasoline, Davies said: 

“Total gasoline stocks in the 
United States were 79,921,000 bar- 
rels Sept. 2, as compared with 
80,377,000 barrels for the same time 
in 1941. About 52 percent of our 
present total stocks are civilian 
grade gasoline. The other half 
consists of unfinished gasoline, 
aviation and_ special military 
grades, butadiene, toluene, sol- 
vents and naphthas. In peacetime 
1941, about 90 percent of the total 
gasoline stocks were civilian 
grades. 

“A similar relationship applies 


dN Sed 


Boosts Climbing and Bomb-Carrying 


Power of U.S. Aviation Gasolines! 


Coming in Mobilgas after the War— Same Power Ingredients 
that are Helping our Fliers win Air Supremacy! 


ACK of headline news of U. S. 
victories in the air is great news 
for Flying Red Horse dealers. 


After the war, the same power in- 
gredients that make ‘‘Flying Horse- 
power” so effective in airplane en- 
gines will go into Mobilgas for cars; 
the largest capacity in the industry 
for producing catalytically cracked 
gasoline will help turn out super 
automotive fuel for your cus- 
tomers’ cars! 


“Flying Horsepower”’ is the result 


of 11 years of Socony-Vacuum work 
—of the world’s greatest Catalytic 
Cracking Development Program. It’s 
animportant example of how Socony- 
Vacuum war research will apply to 
postwar living. 


Other Socony-Vacuum develop- 
ments promise new lubrication tech- 
niques—super Mobiloils and Mobil- 
greases, many other outstanding 
products. The greatest opportunities 
in the industry are at the door of car 
dealers displaying the Flying Red 
Horse Sign! 


Mobilgas 


SOCONY-VACUUM /; 


WHAT A COMBINATION THIS WILL BE FOR CAR DEALERS! 


Mobilgas with ‘‘Flying Horsepower’ ’ — Mobiloil, World's Largest-Selling Motor Oil — Famous Mobilubrication 


SOCONY-VACUUM OIL COMPANY, INC.—Car Dealer Division, 26 Broadway, New York 4, N.Y. 


to refinery production of gaso- 
line. U. S. refineries are now 
making an all-time high of more 
than 2,000,000 barrels of gasoline 
daily. Under present wartime 

conditions, however, about 40 
percent of this output consists of 
aviation, military and other spe- 
cial grades of gasoline, and only 
about 60 percent is available for 
civilian use. By contrast, during 
September, 1941, U. S. oil re- 
fineries manufactured an average 
of 1,966,000 barrels of gasoline 
daily, nearly all of which was 
available for civilian use.” 

The nation’s stockpile of distil- 
late (home heating oil and Diesel 
engine fuel) is nearing prewar 
levels, Davies said, adding that it 
should be realized that present re+ 
finery production of civilian type 
distillate is lower than peacetime 
levels. Therefore, relatively high 
stocks are required in the summer- 
fall period to take care of winter 
requirements that cannot be sup- 
plied from refinery production by 
a wide margin. 

Hope Dim for Civilians 

“Stocks are merely working in- 
ventories to take care of fluctua- 
tions between demand and refinery 
production,” the deputy adminis- 
trator said. “With other things 
being equal, the present stock in- 
crease over last year, 4,800,000 
barrels, would indicate only a 
slight increase for consumers over 
last year’s heating season. But 
this increase is now offset by the 
diversion of distillate products to 
the military; hence no increase in 
the civilian allocation is in imme- 
diate prospect.” 

Davies said that the demand for 
crude oil also is greater than cur-). 
rent production, and crude oil 
stocks held in storage tanks are 
being drawn upon to make up the*=§ 

difference between production and 
demand. This has resulted in a 
stockpile reduction of about 20,- 
000,000 barrels since the beginning 
of the year, or an average reduc- 
tion of 2,500,000 barrels each 
month, he said. 

The deputy administrator add- 
ed that crude oil stocks now are 
at the lowest point recorded 
since 1922 and are only slightly 
above the 225,000,000-barrel level 
that oil industry authorities have 
determined to be the minimum 
stock level required for uninter- 
rupted refinery operation. 

Civilian grade motor gasoline de- 
liveries from refineries and termi- 
nals in the United States exceeded 
refinery production during August 
by 55,000 barrels daily. Deliveries 
totaled 1,289,700 barrels daily, while 
refinery production totaled 1,234,- 

700 barrels daily. 


More for Military 

Because more military products 
are being manufactured, refineries 
and natural gasoline plants in the 
United States produced 30,000 bar- 
rels a day less of civilian gasoline 
during the Aug. 5-Sept. 2 period 
than the daily average of 1,264,700 
barrels produced during the first 
seven months of 1944. Average 
crude runs to stills during the last 
four weeks were 180,000 barrels 
higher than the daily average 
established from January through 
July with increasing quantities of 
petroleum products being made 
for military uses and_ smaller 
quantities for civilian needs. 

The total stocks of civilian grade 
motor gasoline held at refineries 
and terminals in the United States 
were 41,530,000 barrels Sept. 2. 
This is a decrease of 1,541,000 bar- 
rels during the last four-week 
period. 


Lead Blast Halves 
Ethyl for Civilians 

WASHINGTON. — Because of 
an explosion at one of the gov- 
ernment’s lead manufacturing 
plants, U. S. refineries were 
ordered last week to reduce cur- 
rent production of premium 
ethyl gasoline for civilian use by 
50 percent. 

Petroleum Administrator 
Ickes, in announcing the order, 
said that it was made necessary 
by a loss in tetraethyl lead in 
the fire following the explosion. 
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The Hearst Papers stand for 


Americanism and Genuine Democracy 


Some un-American disturbers and malcontents, 
advocates of Communism or Fascism or some 
other form of foreign despotism, are agitating 
for the boycott of the Hearst papers, because of 
our militant Americanism. 


We thank them for the compliment to the patriotism of 
our publications, and want to aid them in their dull-minded 
endeavor to publicize our American principles. 


We state here, with all the force and frankness possible, 
our unalterable policies, so that those who desire to agitate 
against our principles and our publications may have ample 
material for their crusade. 


The Hearst papers are American papers published 
for the American people. 


They support the American system of government, 


_ the American Constitution, American institutions and 


American ideals. 
They labor to maintain the American standard of living. 


They are opposed to the various forms of tyranny which 
our American forefathers came to this country to avoid. 


They are in favor of American independence, American 
rights and liberties, free speech, free assembly, freedom of 
thought and action, and freedom of the press. 


They are advocates of rugged individualism, and of the 
industrial independence and enterprise which have made our 
country the richest and greatest in the world. 


They are opposed to paternalism in government. 


They believe with Thomas Jefferson that the least 
governed country is the best governed country, par- 
ticularly in view of recent political experiments, which 
have done nothing but prove that the most governed 
country is the worst governed country. 


They are opposed to Communism, Fascism or any form 


of despotism. 


They are opposed to intolerance, as well as to fanaticism. 


This Editorial was written by 


William Randolph Hearst APRIL 21, 1935 


They are opposed to race prejudice and to class conflict. 


They believe in opportunity for all and equality before 
the law. 


They believe in the capitalistic system, so-called, whict 
is the only practical economic system of proven worth and 
with adequate reward for merit. 


They believe in compensation in proportion to serv- 
ice rendered, and in no limit to the extent of the com- 
pensation if the extent of the service is equally great. 


They believe in the creation of wealth through industry 
and the distribution of wealth in wages. 


They believe that the attempt to distribute wealth through 


.theft is not only disastrous morally but economically, and 


means the ruination of industry and the destruction of all 
possible prosperity. 


They are opposed to any form of politics and eco- 
nomics which endeavor to grade down the most pros- 
perous to the level of the lowest; and they believe 
ardently in the American system of politics and eco- 
nomics which for a century and a half has successfully 
raised the lower strata to a nearer level with the upper. 


They believe in deportation of alien cranks and criminals, 
particularly those who came to this country to find freedom 
of speech and remained to abuse it; who came to this country 
to gain the liberties which they are unable intelligently to 
understand and enjoy; who came to this country to find pros- 
perity and who are trying to create in this country the con- 
ditions which have brought adversity to other lands. 


They are opposed to government by any clique or class. 

They believe in genuine democracy, the rule of the 
majority. 

They believe that America should be for Americans and 


that Americans should be for America. 


Those who do not approve of these policies would 
better not take these papers, because these are the 
policies which will be adhered to as long as these papers 
are published. 


: Publisher 
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Postwar Output of Bantam 
May be Similar to Present 


BUTLER, Pa.—Discussing post- 
war plans of the American Bantam 
Car Co. in a report to stockholders 
recently, F. H. Fenn, president, 

said that “the 
type of produc- 
tion in which we 
are now engaged 
might conceiv- 
ably be carried 
over into peace- 
time years with 
but little change 
in production fa- 
cilities and indus- 
trial organiza- 
tion. ‘ 

. HH. Bantam has pro- 

— duced thousands 
of critical items such as cargo 
trailers, amphibious trailers, tor- 
pedo engines and tail gearings, air- 
craft controls and oleo struts, axles 
for six-ton trucks, ammunition 
cases, and heavy trailer landing 
gears. Sales for 1944 were 
$16,685,966 as compared’ with 
$6,510,757 for 1943. 


“It is our opinion,” Fenn said, 


“that the job of reconversion to 
peacetime production can be ac- 
complished with the same effi- 
ciency, dispatch and intensity with 
which your company has been con- 
stantly converting to the develop- 
ing needs of war.” 


Some steps in that direction are 
now being taken without in any 
way interfering with war work, 
Fenn added. 


On June 30, 1944, American Ban- 
tam was in the best financial con- 
dition of its history, Fenn stated. 
All indebtedness to the Recon- 
struction Finance Corp. and other 
banks had been liquidated. 


Net profits for the year ended 
June 30, 1944, after taxes, were 
$627,922.08, leaving a surplus out of 
which the first preferred stock di- 
vidend was declared on July 31. 

Schedules for the coming year, 
Mr. Fenn announced, call for de- 
livery of $2,000,000 in war mate- 
rials per month during the first 
half of the 1945 fiscal year. Pa 

Soe er ae not mind 


Buy War Bonds and Stamps—| every a there 
example for 


crush the Axis. 


GRAY-HAIRED E. 
veteran Chevrolet dealer, photographed 
with pencil in hand as he supervises 
a repair job in his shop at Tremont, 
Although 77 years old, he does 
work at 7 a.m. 

setting a good 


“a 
y 
his employes. 


Distribution Stressed 


As Important as Production in Planning 
For Conversion, NAM Asserts 


NEW YORK.—Danger in con- 
centrating current discussion of 
postwar conversion On production 
problems is seen by the committee 
on distribution of the National 
Assn. of Manufacturers. 


A special postwar supplement to 
NAM News recalled recently that 
in launching the distribution com- 
mittee into a field heretofore un- 
touched by the manufacturers, the 
association’s board resolved: 


“Distribution and production are 
equally important parts of manu- 
facturing, and the importance of 
distribution should be clearly and 
definitely recognized in the future 
work of the organization.” 

The work on which the current 
report was published led the dis- 
tribution committee to a position 
stated as follows: 

“Since manufacturing during 
the war has demonstrated its 
capacity to produce goods far in 
excess of any prewar output, it 
seems self-evident that in the 
postwar years distribution will 
be confronted with the challenge 


W. Ruppert, 


of getting products to consumers 
on a larger scale than ever. 


“Much attention has been - 
rected at public purchasing powef, 
but it is public wanting power, 
stimulated by salesmanship and 
advertising, that has nourished the 
tree of prosperity. 

“From the employment view* 
point, it is evident when the pres- 
sure for war materials is released, — 
that a considerable share of our 
swollen industrial employment can 
be absorbed by distribution serv- 
ices in the normal peacetime 
economy. 


“For example, it is estimated 
that a plant now employing 6,000 
people in war production could 
reduce its manufacturing person- 
nel to 3,000 when it resumes 
washing machine production, yet 
at the same time provide a liveli- 
hood for an equal number of 
people beyond the shipping plat- 
form in the distribution and 
servicing of those washing ma- 
chines.” : 
The committee, which is head 
by Howard E. Blood, president of 
Norge Division, Borg-Warner 
Corp., predicts that postwar indus- 
try will rely more and more 
heavily on the techniques of dis- 
tribution research and will spend 
as much on such studies as indus- 
try has spent in the past on 
technological research. 
“Basically,” the association’s 
statement said, “distribution re- 
search properly used will provide 
the means by which management 
can determine the wishes of its 
potential customers, what they will 
buy and what they will not buy; 
at what price level they will buy a 
specific commodity freely and at 
what price level they will buy in 
limited quantities or not at all; © 
whether markets are capable of 
expansion; what product improve- , 
ments will increase utility or 
pleasure, and how costs of dis- 
tribution can be _ progressively 
lowered in the interests of re- 
duced prices to consumers.” 


Two subcommittees have been 
established, one on consumer 
products distribution and the 
other in the field of industrial 
marketing. It was noted that 
postwar studies indicate manu- 
facturers will face the greatest 
sales training program in their 
history. Besides having to hire 
and train new salesmen, often 
representing anywhere from 40 
to 65 percent of their normal 
sales force, they must in most 
cases extensively retrain their 
present sales personnel. 


Advertising and sales promotion 
groups of the subcommittees are 
similarly studying what is termed 
the “most gigantic selling task that 
has ever been attempted.” 


Throughout the chassis, Elastic Stop Nuts are 
used wherever ordinary nuts loosen in service. 
Here they are fastening the hand-brake drum on 
the propeller shaft. 


Railway Express truck bodies are completely 
fastened with Elastic Stop Nuts. Where other 
fastenings give with the sway and twist of the 
truck, these nuts hold tight. 


These Elastic Stop Nuts are holding the driving 
flange. Even with frequent starts and stops, and 
the steady use the wheels of on express truck get, 
these nuts hold fast. 


the ESNA red collar are being used 
on our aircraft. A bomber takes as 
many as 50,000 in a single ship. 


N the road, trucks earn their 
keep. In the shop they eat their 
heads off. 


The Railway Express Agency 
knows that well. And they Jearned 
one of the answers to keeping 
trucks on the go way back in 1927. 


Major spots where Elastic 
Stop Nuts are at work on Rail- 
way Express Agency Trucks 


Emergency Sales 


Of Tires Defined 


WASHINGTON. — Emergency 
sales of new tires and tubes to any 
government agency may be made 
at the maximum delivered prices 
listed in Appendix A of Maximum 
Price Regulation 415, the Office of 
Price Administration announced 
last week. 

Emergency sales are defined as 
consisting of not more than 25 
tires and 25 tubes, or amounting to 
not more than $1,000, whichever is 
less. The action, effective Sept. 18, 
has been generally approved by 
representative members of the in- 
dustry consulted, and interested 
Government agencies, OPA said. 


In the days to come there will be 
countless fastening problems on all 
kinds of products. Perhaps you have 
one now. 


Steering post — fasten bracket to cowl * Steering 
post — hold bracket to chassis * Drive shaft and 
universals * Master-brake cylinder fo bracket © 
Hand-brake drum to shaft * Gas tank straps * 
Propeller shaft center carrier *® Clutch and 
brake pedal brackets ® Rear wheel hubs * Motor 
supports on cross member ® Shackle bolt lock 
pin © Front bumper brackets * Cab bolts ¢ 
Body hinges ® Truck bodies — approximately 
375 nuts. 


They use Elastic Stop Nuts — use 
them on a great many of their 
15,000 trucks. 


If so, we'd like to talk about it. Our 
engineers are at your service ready 
to recommend the right Elastic Stop 
Nut to provide a safer, surer, 


The reasons? These nuts increase . 
trouble-free fastening. 


safety and cut down mishaps. They 
reduce maintenance time and up- 
keep costs. 


Sonneborn Refinery 


Is Hailed by Navy 

NEW YORK.—The Navy re- 
cently congratulated the employes 
of the Franklin Creek Refining Co., 
Franklin, Pa., a subsidiary of L. 
Sonneborn Sons, Inc., New York, 
for producing without interruption 
the oil that has played so vital a 
role in the war at sea. 

In a demonstration of unity, the 
assembled workers heard a plea 
for continued top production by 
Navy spokesman, Lt. (j.g.) E. R. 
Leighton of the Spars. 


Elastic Stop Nuts go on like ordi- 
nary nuts. They need no auxiliary 
locking devices. They can be taken 
off and put back on time and time 
again and still lock. Nothing — even 
severe vibration — shakes them 
loose. 


TRADE MARK OF 


ELASTIC STOP NUT CORPORATION 
OF AMERICA 


ELASTIC STOP NUTS 


Lock fast to make t.iings last 


UNION, NEW JERSEY AND 
LINCOLN, NEBRASEA 


It’s the elastic collar in the top 
that does the trick. It hugs the bolt 
threads tight. It cushions vibration. 
The nut can’t shiver loose and turn, 
It costs you about a penny-a-day to 


keep abreast of the automotive news— 
better renew NOW! 


Today billions of these nuts with 
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Filling Stations 


Get Higher Rating 
For Repairs 


WASHINGTON. — Filling  sta- ‘ 
tions, effective immediately, may ‘ 
use a higher preference rating 
to obtain materials needed to 
maintain and repair their facili- 
ties, the Petroleum Administra- 
tion for War announced late 
last week. 
Under the amended direction, 
a preference rating of AA-3, 
instead of AA-5, may be used to 
obtain materials to maintain 
and repair all filling stations and 





Industry is Warned 
To Take Risks 


placed its advertising account with 
the Campbell-Ewald Co. 
Campbell-Ewald has served 
Great Lakes’ Stran-Steel division 
for several years. Plans are now 
being formulated on both cam- 
paigns looking to the immediate 
future as well as postwar develop- 


ment and expansion. 
other retail outlets. It was 
Sugrue Added pointed out that to obtain oper- 


John D. Burke, Detroit manager ating supplies, howev 

" ’ m er, Only th 

of Hearst Advertising Service a DAN BECK, sales executive of Dodge, receives from Vera Beal, mail room| AA-5 colin may be used . ° 

nounces J. Leo Sugrue has join d employe. a German land mine cover which was sent to the corporation by i 

on aaliner enue g oined | Col. Elliott B. Hopkins, Wheeling (W., Va.) Dodge dealer, who picked up The amended direction, it was 

its selling s ° the souvenir while crossing Normany with the invasion forces. Col. Hopkins explained, makes it possible for 
Sugrue has held important posi-| %9t_{? the engineering department of the old Dodge Brothers company for! a petroleum operator to use an 

and was e first member o e e factory 
tions on Hearst Newspapers in| organization to leave and establish a dealership. In the first world war AA-3 rating to obtain a maxi- 






























—WVatch Out! 
In addressing the 22nd annual 
conference of the National Indus- 
~amrial Advertisers Assn., James M. 
wleary, Chicago advertising execu- 
tive representing the Committee 
or Economic Development, warned 
that the government will step into 
business on a vast scale by utilizing 
megts $16,000,000,000 of war plants to 
supply jobs if industry fails to take 
~the risks involved in planning 
eatly expanded production and 
employment after the war. 
— Calling upon industry to set its 
*sights for the CED goal of 
55,000,000 postwar jobs, Cleary 


—told the conference that some Washington, Detroit, and Boston| he served in France as a major in the field artillery. mum of 

” business men were taking as since 1925. Prior to that he was ; needed > ea = gear oe 
their objective the business done |in charge of automotive advertis- | Position he relinquished to rejoin|M. E., fathered an 8%-pound girl] filling-station type gasoline pumps 

= in some prewar years when they | ing on the Washington Star. Sug-| the newspaper fraternity. Sept. 28. Second girl and third) or petroleum storage tanks of 
made fairly satisfactory profits. |Ue’s experiences include one year child. E. d. a. w. a. c. b. e. more than 65-gallon capacity. 





“If such thinking as this domi- 
iates the business community,” he 
declared, “it is mathematically 
certain that millions of returning 
joldiers and released war workers 
will have no prospect for employ- 
._ment. If vast unemployment is to 
Me prevented, business men must 
plan conservatively. They must 
-take risks on an unprecedented 
7scale if capitalism is to survive. 
They must prove themselves in the 
oming years or socialism will take 
over in fact if not in name.” 


as vice-president in charge of sales Notes T ar mak rtu The $100 limita 
© tion appli 
for the General Tire Co. of Boston, Bob Finlay, Automotive News’! in rere profit-ma ang oF ee each installation. eee ee 


Noghouse Again? 
Importance of indutsry’s public 
elations approach to the problems 
yf reconversion and postwar pro- 
duction was stressed by Paul Gar- 
srett, vice-president of General Mo- 
Fors Corp., in an address at a 
dinner last week in New York, 
ajuring which he and Eric A. 
Johnston, president of the U. S. 
Chamber of Commerce, were 
s,onored for their work in public 
relations. 

Garrett declared that industry 
had still been in the “doghouse” 
in the public mind until shortly 
after Pearl Harbor, but as the 
result of its tremendous war 
production was now “at _ its 
zenith of public favor.” “When 
Germany collapses,” he added, 
however, “industry once more 
. will be hurled pell-mell into the 
colossal task of shifting from 
one kind of production to an- 
other. 

” “We must make it clear that 
industry stands for the most rapid 
~econversion to peace production 
possible to achieve as the military 
authorities are able to clear the 
vay. That it stands for the re- 
habilitation of disabled veterans to 
remunerative jobs. That it stands 
Bor pricing policies that will not 
take advantage of temporary 
shortages. That it stands for a 
ransition period of sound founda- 
tion, with higher postwar levels of 
comfort and satisfaction as the end 
vbjective.” 


Case Shifts 


After two months as advertising 
manager for Plymouth, Storrs J. 
Sase has resigned to join the Wal- 

ter J. Thompson 
ae agency on the 
Ford Motor Co. 















HUGE MARKET READY 





Preacesians proven and war tested, this THORNTON 
Automatic-Locking DIFFERENTIAL has performed 
phenomenally under the most adverse conditions. 

It absolutely stops spinning of one wheel which 
normally stalls a vehicle in deep mud, snow, sand, 
soft fields or on ice, etc., because both wheels must rotate 
when power is applied. This results in no skids, great 
driving safety, maintenance of schedules, saving of 
rubber, chains, man-power, gas and towing costs. 

Thornton-equipped trucks outperform others that 
slip, skid and stall. 

Are you ready to get in on the great market open for 
this product? Usual dealer discounts available. 









Use Limitation Order Certificate L-158 















School Buses Lime Spreaders 

— pono City Coaches Chemical Spreaders 
tive sales, pro- Tow Trucks Oil Field Work 
motion and ad- WHERE Fire Trucks Coal Trucks 
vertising work TO Snow Plows Fuel Oil Tank Trucks 
since 1933. Light Utility Trucks Milk Trucks 

He has been SELL Public Utilities Moving Vans 
with Pontiac, Road Maintenance Repair Trucks 
Nash and Gra- Form Trucks Express Trucks 







he ham-Paige before 
Case joining the Chrys- 
ler in 1939. Since 
1941 he had been on the staff of A. 
‘vanDerZee, Chrysler vice-president. 


Likes 


Popular Science monthly has 
just issued an interesting 16-page 
booklet, entitled “Why Does He 
Like It?” dealing with the likes 
of its readers. 

© In color, booklet gives excerpts 
from bonafide letters received 
prom top executives. 
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' THORNTON TANDEM CO 

% 

| 8767-E GRINNELL AVENUE ¢ Plaza 9700 
DETROIT 13, MICHIGAN, U.S.A. 


Make Big Trucks Out of Little Ones with the 
THORNTON Four-Rear-Wheel DRIVE 


In Canada see: H. V. WELLES, LTD., Windsor 
: In U. S.: Sold by Truckstell Distributors 


| SO _ —— a 





7 Thornton Tandem Co. 
8767-E Grinnell Avenue 
Detroit 13, Michigan, U.S.A. 


Please send me full details on selling your Thornton 
Automatic-Locking Differentials 
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Company 

Make Truck we represent 

Street 
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Account 
™ Great Lakes Steel Corp., Detroit, 
a division of National Steel, has 


Pp owen enen nner enn enee 
Gee es mo co om me om me me om ee 
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Milton Promoted 
To Head Hudson 


St. Louis Division 


DETROIT. — George H. Pratt, 
general sales manager of the 
Hudson Motor Car Co., has an- 
nounced the appointment of W. S. 
Milton as sales manager of a new 
Hudson sales division with head- 
quarters in St. Louis. 

Milton is a veteran in the Hud- 
son organization, having served 
for many years as zone manager 
of the Hudson Sales Corp. in St. 
Louis. To fill the vacancy left open 
by Milton’s advancement, Pratt 
also announced the promotion of 
Neil C. Cunningham to St. Louis 
zone manager. As St. Louis zone | 
manager, he will be responsible for 
Hudson sales in the zone area. 

Pratt also announced the ap- | 
pointment of G. A. Schacht as zone 





A NEW TYPE of molded brake lining ao at the Marshall-Eclipse 
division of Bendix Aviation Corp., and produced for jeeps, is carried through 
the final curing operation by the conveyor belt shown here. A _ synthetic 
resin with excellent frictional characteristics, researched and perfected in 
the company’s laboratories and manufactured in Troy, N. Y., serves as 
bonding agent. While furnishing all brake linings for original equipment 
and field servicing of Army and Navy jeeps, the division also supplies 
61_manufacturers of other types of mi itary vehicles. 


manager of the Hudson Sales mecca: ian caer sare ae 
Corp. in Milwaukee, succeeding At the same time, T. H. Stam-| tional field, setting up systems and 
C. A. J. Hadley, who has been pro-| baugh, director of Hudson’s na-| operating practices in Hudson 
moted to sales manager of the|tional service operations, an-| zones. 

northwest division with head-| nounced the appointment of C. C. Obi ee 

quarters in Chicago. McKellar as manager of parts and utuaries: 

Schacht joined Hudson Sales in| accessory merchandising. Keith M. Spurrier 

1937, when he was named metro- McKellar has been working as a MEMPHIS.—Keith M. Spurrier, 49, 





politan district manager in| special representative on parts and an of aan Be a Cae os 
Milwaukee. | accessory operations in the na-| recently. 3 es 





nt does it-in Philadelphia 


Philadelphia is known as the city of homes. In the evening, a 








predominant number of the occupants of those homes, nearly 4 
out of 5, get news and relaxation and entertainment from one news- 
paper. That newspaper is The Philadelphia Evening Bulletin. 
With its circulation in excess of 600,000, it is the largest evening 


newspaper in America. 


In Philadelphia— nearly everybody reads The Bulletin 
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Just Among Dealers... 


(Continued from Page 3) 
his attitude toward his chosen field | past president of the C 


of activity, Jones says:. 

“I have had many unusual ex- 
periences during the past 38 
years in the automobile business, 
but I would do it all over again 
if I had the opportunity. I like 
the automobile business. I am 
looking forward to the day 
when factory executives and 
dealers sit around the table with 
mutual understanding and mu- 
tual interests to serve the public 
with the best possible service in 
the field of transportation. And, 
above all, come to an _ under- 
standing and a mutual agree- 
ment, on a contract that will 
serve the factory, dealer and the 
public better. I don’t believe 
that legislation and government 
control can help anyone con- 
cerned. I want the dealer and 
the factory to accept their just 
responsibilities to the motoring 
public and do it the right way, 
by cooperating with each other 
in a fair and just manner. Some 
day there will be a mutual 
understanding, each recognizing 
the other’s viewpoint, a contract 
that both factory and dealer will 
profit by and the car owner and 
user get the benefits of it 
through better service at less 
cost. When we meet under these 
circumstances, I will have my 
unusual experience.” 

* * * 


CuareNce L. Hott (Chrysler- 
Plymouth), Minneapolis, was 
born at Alden, Ia. Sept. 4, 1879. 
He started in the automobile busi- 
ness in Watertown, S. D., with the 
Buick contract. Later he moved 
to Minneapolis, where he took on 
the Chrysler distributorship in 
1925. Holt has been president of 
both the state and local dealer 
associations and is a past state 
director for the NADA. He was 
code administrator for Minnesota 
during the NRA days. 


e 6 6 


T. D. McGoueu gr. (Chevrolet), 
Montgomery, Ala., was born in 
that city March 24, 1898. He 
entered the business in 1910 as a 
mechanic’s helper and became a 
dealer in 1917, originally handling 
Reo cars and Federal trucks and 
in 1921 taking on the Hudson- 
Essex line. He has had the 
Chevrolet franchise since 1981. 
At present he is local chairman 
of the ODT Advisory committee. 
He has been president of both 
the Montgomery and the Ala- 
bama state dealer associations. 
His experiences range from pio- 
neering the sale of passenger 
cars and motor trucks in a sec- 
tion of the state where there 
were no roads nor facilities for 
the care of automobiles, to the 
present time when unprecedented 
and complex business situations 
make it interesting to try to 
keep up with the various controls 
and changing conditions. 

~ ~ a” 


James E. Waters (Dodge-Plym- 
outh), Los Angeles, was born in 
Cleveland, June 14, 1889. His first 
experience in the automobile busi- 
ness was as an assembler in a fac- 
tory in 1908. He started as a 
dealer in 1922 with the Nash line. 
Waters has always been active in 
civic and association affairs and 
at the present time is president of 
the Wilshire chamber of commerce 
and a member of the board of the 
Los Angeles Motor Car Dealers 
Assn. He has two sons, both of 
whom are now lieutenants in the 
Navy. 

* 

Sam T. ATKINSON (Dodge-Plym- 
outh), Charlotte, N. C., was born 
Jan. 22, 1895 at Latta, 8S. C., and 
entered the automobile business 
in 1916 as manager for a dealer. 
In 1920 he started his own deal- 
ership with the Cadillac and 
Chevrolet lines, but has been 
handling the Dodge and Plym- 
outh since 1924. He was one of 
the dealers who was active in re- 
cruiting officers and men for the 
NADA Ordnance regiments. He 
has also been active in scrap 
iron and salvage drives, and 
throughout the present emer- 
gency has devoted his business 
efforts to the servicing of essen- 
tial transportation and the dis- 
tributing of parts to essential 
garages, fleet owners and gov- 
ernment agencies. He is past 
president of the North Carolina 
Automobile Dealers Assn. and 


* * 























association. At present 
director and chairman c 
finance committee of the 
association. Aside from b 
activities, he enjoys fishi 7 
takes an active part in ¢ 

work. ; 
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J. L. KonsHuak (Chevrolet# 
lac), Brainerd, Minn., wa 

May 21, 1894 at Forest City 1 
same state. He started 
automobile business as a dei 


* * 


1935. In the war effort, Ké 

has served as chairman At 
community in the Fifth Wa: es 
drive, as well as chairman an 


local Civilian Defense coun 
is past president of the Lio 
and deputy district govern 
the Lions International, a 
been vice-president and sect 
of the Minnesota automobile ¢ 


ers association. 
* 


* * 


Harry B. Craycrorr 
Mercury-Lincoln), 


( 
Vandalia, © 
was born in that city Apr 
1885. He started as a part-tim 
Overland dealer in 1910 and (0G 
on the Overland franchise -® 
1919. In addition to opere 
his sales and service stationg@ 
finds time to manage a 1,200-a 
farm which he owns nearby. 
has been president of the 
dalia chamber of com 
four times, is a past president @ 
the local automobile dealers @a% 
sociation, and has been a difé 
tor of the Illinois Automoi 
Trade Assn. for many years. 
* * * 


Ce 


J. E. O’Dantet (Oldsmotk 
Evansville, Ind., was born Nova 
1912 in Union County, Kentu 
He broke into the automobile bt 
ness as a used-car mainten 
man in 1928, and started 
dealer in 1934 with Oldsmo 
With his partner, Geo. H. Ra 
he also operates dealerships 
erre Haute and Louisvi 
O’Daniel is a director of 
Indiana automobile dealers 
ciation, past president of 
Indiana junior chamber of co 
merce, and director of the Sou 
ern Indiana council of Boy Scow 

+ a x - 


Eppy (Ford), Stapleaj, 
was born at Houghteo 
Mich., Sept. 27, 1909, and entere@ 
the automobile business in 1918% 
as a mechanic’s helper. He bese | 
came a dealer in 1926, original Re 
handling Dodge and Paige. He - 
is mayor of the city of Staple Be | 
is active in the local Rotary and... 
Commercial clubs, and is a direc- a 
tor of the Minnesota automob 


STan 
Minn., 





dealers association. 
x x ~*~ 

Ben G. DeVan (Ford-Mercurys 
Lincoln), Mobile, Ala., was borm 
Nov. 6, 1902 at Arlington, Ala. He 4 
started in the automobile busines | 
in 1928 as vice-president and gen gm 
eral manager of the dealership 
handling the Ford line. DeVan 
has been very active in war work 
locally, being chairman of the OD 
Maintenance committee, and fi# 
nance chairman of the _ salvag 
committee. He is now vice-presi- 7 
dent of the automobile dealers 
association of Alabama. 

—JoHN O. MUNN.@ 


A Potent Post-war) 
Automotive Marke 


We have available detailed dat 
and charts of automotive annual 
registrations for more than eleve 
years, the flow of merchandise i 
'the 20’s—the 30’s and 40’s in 
| Buffalo and Erie County tha 
| prove the region’s economic factors 
|}are basic and not subject ¢t 
| change. Automotive ownership 
has always been on a high per 
centage basis. It’s a potent post- 
war market that can best b 
reached by advertising in the 





| Buffalo 
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| Davison Returns 
To Pontiac 
Sales Post 


PONTIAC. — Return of V. A. 
Davison to his post as assistant 
general sales manager of Pontiac 
Motor. division 
was announced 
last week by D. 
U. Bathrick, gen- 
eral sales man- 
ager. 

Since May, 1942, 
Davison has serv- 
ed as manager of 
Pontiac’s manu- 
facturing sales 


. Congress Confident 
mt ('n Reconversion { 


By William Ullman 


Washington Correspondent 


mC NFIDENT IT has done a good job on reconversion 
f iegisla:ion, Congress has turned its thoughts exclusively to 
wahe renaining few weeks of the political campaign. The 

members adopted a recess resolution to relieve them of 
egisla live work at the Capitol until Nov. 14, unless some 
Qi 


emergency arises. 
At the last minute, Con- month of 1,000 Office of Defense oe an aud — 
ess completed action on the ransportation field workers in the EMPLOYES of the A. C. Hine Pontiac Co., Hartford, Conn., receive their son man between 
f j i i clerical grades is th j ; 3 : : hall of| ¥-A. Davison n 
jast of four major bills forming ‘ s the first major| Owner Service Awards from Zone Service Manager A. E. Godshall o Pontiac, Wash- 
he foundation of its reconversion curtailment of war agency per- Pontiac Motor. “These men are doing an outstanding job keeping transporta-|. d Pontiac’ » t 
an sonnel since the swing t tion rolling,” said Godshall as he made the awards to Henry A. Legere, ington an ontiac’s su -contrac- 
program. That was the measure 45, cecal wing to reconver- | assistant parts manager; Thomas A. Fabrizio and George B. Leighton, service tors. He also had distinguished 
to create a separate reconversion on it 9 anning in the  nation’s| managers, and Radcliffe H. Smith, parts manager. himself as manager of machine 
administration. It tag ‘ais tool procurement for the division 


porate the Omice of Contract] Fhe Opt nersonaet rawecton: | All-Plastic Anti-Heat Tire ee 
Is Developed by Firestone 


Administration and the Retraining nually, is made possible by trans- Davison joined General Motors 
and Reemployment Administration. fer of commercial gasoline ra- in 1925, and for six years there- 
The so-called GI bill, creating tioning activities to the Office of after worked with the export divi- 
the retraining and reemployment Price Administration. sion in Antwerp, Java, and in New 
activity, among Other things, was| Meanwhile, employes of the War AKRON. — Development of the| Firestone engineers built the all-| York as assistant general sales 
the first to be-| Production Board’s copper section | first “heat-tempered” all-plastic| plastic to run cooler than today’s| manager. After a year spent with 
— eome law. The|and office of civilian requirements |tire—a step that eventually may|tires and to withstand twice the the sales section of the corpora- 
second was that|have been advised they will be| greatly increase tire life—was an-| heat a natural rubber tire develops | tion, he became connected with 
relating to con- released because of scheduled nounced last week by Firestone. | at high speeds. Pontiac as Pontiac zone manager. 
tract termina-| operational reductions. The development is considered of| This was done by thermosetting, | Appointments as regional manager 

major importance because the tire|or “heat-tempering,” the plastics 

is designed to whip the number | which went into the 6.00-16 passen- 

one enemy of long wear—heat. ger car tire. The “tempering” was 

The new tire now is_ being achieved by adding certain mate- 


tion. The third Ten of these em i M hi d N York fol- 
ployes are re- in emphis an ew Yor o 
would create] ported to have filed formal ap- lowed before he took the job of 
yardsticks for|peals with the Civil Service Com- assistant general sales manager in 
laboratory tested. Whether the | rials to the plastic and applying 
all-plastic oval ultimately will com- | heat. 
pete with its rubber colleague will The Firestone all-plastic tire, 


disposal of sur-| mission contendin , Feb 19 
g veteran’s pref- ebruary, 1940. 
plus property,|erence and other vegelations re- 
built around a| garding dismissals of war-employed 
three-man com- | Federal workers have been ignored. 
ener > gp ae a ae not be known until > Satna which looks so much like a rubber 
could appoint an . completes the current la ratory | tire that only an expert could tell 
administrator. Question of Trade examination and the gruelling road | the difference, does not crack or 
As the legislators hurriedly left] With Soviet Union tests to which the new tire will be| check in the sunlight and, unlike 
the Capitol, another troublesome| QUESTIONS OF trade with subjected later. rubber tires, it is not soluble in 
&problem was shaping up. It was| Russia, ranging from how much gasoline or oil, it is claimed. 
the question whether there is to be| there will be to how it will be|| 9 How soon all-plastic tires, if they 
allocated, are being raised more 43 Auto Record live up to expectations, will be 
I 80 Bi I li available Re civilian use is un- 
certain, because all tire manu- 
$s 2 ution facturing facilities now are de- 
= 
Passenger Miles 
WASHINGTON. — Despite war- 
time restrictions on motor vehicle 
use, Americans in 1943 traveled 


a major break in wage controls. 
. Pe frequently. 
Road Aid Program While it is not possible to docu- 
voted to building military and es- 
sential civilian tires. 
280,000,000,000 passenger miles in 
private automobiles, according to 


ment the postwar trade in any 
§ : 4 . 
Is Advanced adoption by detail, there is available con- 
Hudson Sets Up 
e 
Zone Office 
the National Highway Users Con- 
ference. Passenger miles traveled 


Congress of a sound postwar siderable expert opinion on the 
e 
In Chicago 
on steam railroads last year total- 


highway program in time for ee 
necessary state legislation when President Eric A. Johnston, of 
most of the legislatures meet early the U. S. Chamber of Commerce, 
‘n 1945 have advanced materially made a number of pertinent ob- 
with Senate passage of the three- servations on the subject. He 
year highway authorization bill, said that American business 
S 92105. must = oo — : 
Action by the House on its bill,| We ,©*pee any lege vem > CHICAGO.—An important mer- 
17R. 4915, was deferred under = a Soviet Union. He | ed 87,980,000,000; on buses, 54,864,-) chandising shift was ‘anae known 
sreement of the House leaders to a » too, that he saw no evidence | 900,000; on electric railways, 34,400,- | here last week, with announcement 
‘ only on the reconversion and ™ ane sere _to what we call | 900,000, and on domestic airlines,| py George H. Pratt, general sales 
-irplus. property bills prior to} PmvV& enterprise in Russia, but | 1,606,000,000 passenger miles. _—_—— | manager of Hudson Motor Car Co., 
This compares, says NHUC, with | that the Hudson Sales Corp. has 
an all-time high of 501,000,000,000| opened a Chicago zone office and 
ponennane miles i! +9 7 —— parts depot at 2457 Indiana Ave. 
automobiles in 1941. In that year, 
steam railroads handled 29,435,000,- watts — oe Dee 
000 passenger miles of _travel; tributor in the Chicago district. 
buses, 25,651,000,000; electric rail- ee 
ways, 27,600,000,000, and domestic The building taken over by Hud- 


ction day found an intensification for the 
The Senate bill, which was continuation of the system of 
: son Sales Corp. was formerly used 
— 1,370,000,000 passenger)... +h. Butler firm's service station. 


‘troduced late in August and government-controlled — purchas- 

vas promptly reported favorably —_ : 

sy the Committee on Post Offices | According to Ernest C. Ropes, 
-nd Post Roads, originally con- | ¢*Pert on Russia in the United 

It will function in addition as 

° headquarters of Ray Motors, Inc., 

AN We Now Cot. Bee ven headed by R. W. Winkenwerder 

STATION, Eng.—Bartlett M. Hall, and T. W. McDowell, in offering 

former Los Angeles district manager 



































































































































Obituaries: 


H. G. Sherman Dies 


In Denver at 53 

DENVER.—H. Gerald Sherman, 
53, Denver automobile man, died 
recently in Mercy Hospital, where 
he underwent a serious stomach 
operation. He had been in ill 
health more than a year. 


Mr. Sherman had been in the 
automobile business here 28 years 
in the partnership of McCartey- 
Sherman Motor Co., a Ford agency 
since 1916. He was a director of 
the Denver Automobile Dealers 
Assn. and managed the last Denver 
automobile show, held in Nov., 1941. 

* 7 * 


Bostwick, Development 


Aide for Chevrolet, Dies 

DETROIT. — Harry J. Bostwick, 
manager of the staff co-ordination 
and postwar development depart- 
ment for Chevrolet, died here re- 
cently after a short illness. 

Mr. Bostwick began his auto- 
motive career ‘in 1924 at Pitts- 
burgh, where he joined the Chev- 
rolet wholesale organization as 
district representative. He quickly 
advanced to the central office in 
Detroit in 1927, then was promoted 
to regional offices at Dallas, Tex., 
and Janesville, Wis., before his ap- 
pointment March 16, 1941, to the 
position he held at the time of 
his death. 


































bmission of a greatly modified 
1 which was adopted by the 
nate the day it was presented. 
The outstanding changes were: 
Preservation of the 50-50 
matching ratio, rejecting the 
40 ratio provided for the first 
car in the House bill and for all 
years in the original Senate 
) Elimination of the provision 
<4 in both bills to make costs of 
ee eligible for federal 
id. 
3 The bill passed by the Senate 
reduces the annual federal-aid 
authorization from $650 million to 
3450 million (as compared with 
$500 million in the House bill). 
The Senate bill as amended 
recognizes the controversial ques- 
tion of Federal-aid allotments 
among the states by providing a 
different formula for each of the 
three categories for Federal-aid 
projects—highways on the Federal- 
aid ayatem, secondary and feeder 
rura j — c " 2 S 
Se ee entan tae scorant | Se a Ore ie eee 
to a degree the traffic volume and | na address of the manufacturer. 


-ained features less satisfactory | States Department of Commerce, 
han those of the House measure. future trade between the United 
Numerous objections from the States and Russia will follow in 
nate floor resulted in postpone-| 8eneral the pattern laid down 
at of action and reconvening of | Prior to 1938 by the trade between 
e committee, followed by re- the two countries. 
retail service. Winkenwerder pre- 
oa the Curae a ,and now | viously was secretary - treasurer 
ona’ eee. has been roweate from | 2nd _ McDowell service manager of 
major to lieutenant colonel, it is dis- Butler Motors, Inc. 
closed in general orders. 
~ 


* ¢ # 


William A. Baker 

DETROIT.—William A. Baker, 51. 
an executive in the Hudson Motor Car 
Co. sales department during the last 
11 years, died here recently. Before 
Pearl Harbor he was national used-ca) 
manager for Hudson. 

7 = 7 


Moscow May Stage 


Permanent Fair 

IT IS REPORTED that the 
Soviet All Union Chamber of Com- 
merce is inviting leading United 
States manufacturers to participate 
in “a permanent Soviet industrial 
sample fair in Moscow.” Arrange- 
ments reportedly will be handled 
by the Russian government’s 
Amtorg Trading Corp. All ex- 
penses, it is stated, from the 
Soviet port of entry to Moscow will 
be paid by the Russians. 

A further interesting develop- 
ment is the statement that the 
Russians will issue a special cata- 
log of American machinery for 
circulation among purchasing offi- 
cers in the Soviet Union. Many 
will recall a similar Catalog of 
Trade and Industry which was 
compiled by Amtorg in the Russian 
language a few years ago and 
which served the same purpose. 
It contained full page or more ad- 


Chrysler Division 


Names Three 


DETROIT.—Stewart W. Munroe, 
general sales manager of Chrysler 
division, Chrysler Corp., announced 
fast week appointment of three ad- 
ditional district managers, selected 
by the general sales staff of the 
division, comprising himself; Joseph 
A. O'Malley, assistant general sales 
manager; Earl B. Wilson, director 
of sales, and George Miller, sales 
executive. 


John Quinn has been assigned to 

: John Albert Houlding 
the Boston region, Joseph C.| pBRaNTFORD, Ont. — John Albert 
Campbell to the Chicago region| Houlding, 80, Cadillac dealer in 
and Harry H. Hill to the Kansas Brantford since 1912, died here 
City region. All three of these men| recently. 
are veterans of the Chrysler divi- 
sion field organization. Quinn; | _ Henry Goodman s 
formerly was a district manager in SPRINGFIELD, Mass.—Henry Good- 


: . = man, pioneer in the bicycle and auto- 
the Omaha region, Hill in the| mobile business, died recently. He 


James D. Fowler 
ST. LOUIS.—James D. Fowler, 49, 
vice-qeeeem and general manager of 
the Jeber Implement & Automobile 
Co., died here recently. Fowler 
entered the automobile field in Indian- 
apolis where he became sales managet 
of the Dusenberg Corp. and later was 
associated with Chrysler Corp. 
* * ® 


Nicholas J. O. Strider 
ST. LOUIS.—Nicholas J. O. Strider, 
59, president of Nick Strider, Inc., 
automobile distributors. died here 
recently. 
* * * 


a * * 


needs of its ry. ; : 
It is es eeiatiiiaal ——_——_—_ anene City region, and Campbell] was 84. . = % 
J . . > : e 
has been reached by the majority} Modern Building Leased in the Boston region. sas dye deli 
and minority House leaders toj ST. LOUIS.— Trevelyan atts re | LAKE VILLAGE, Ark.—Don F. Cal- 
bring the matter up for action recently, leaarts department. showroom Col. Hart Called loway, 53, automobile dealer and promi- 
promptly after election. | Ing, ‘Service shop. partmew plant. con-| TOM HOWARD, star of the Phillip) WOLFEBORO, N. H.—(UTPS)—Lt. name is cove ane Traterne circles, died 
2s | taining 15.240 square feet, has been] Morris radio show, is an auto name-| Col. Harold H. Hart. head of the Hart a Se lt 
Fi completely remodeled inside. plate “bug,” as indicated by this| Motor Co., Inc., here, was assigned to} 
irst Move to Cut ———<—<—$—$ photo taken at his home in Rumson,| quartermaster duties at the state Henry Murphy 
U It costs you about a penny-a-day to| N. J. Howard buys them up in junk| armory in Concord during the first CHICAGO. — Henry. Murphy,_ 57. 
. S. Personnel keep abreast of the automotive news— | shops, at auto wreckers and from| statewide muster of the New Hamp-| president of the Murphy Auto Sales 
; NOW! individuals who own old cars. shire State Guard. (Dodge-Plymouth), died here recently. 


SCHEDULED dismissal this better renew + C 
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Honesty the Best Policy 
On Labor, NAM Told 


ATLANTIC CITY, N. J.—Irre- 
sponsible labor leadership’s ill ef- 
fects upon industry and the na- 
tional economy can be offset by 
sound, adequate and honest labor 
relations policies on the part of 
management, fairly and openly 
administered, it was asserted here 
recently by Walter B. Weisen- 
burger, executive vice-president of 
the National Association of Manu- 
facturers, in addressing the NAM 
Institute on Industrial Relations. 

Suggesting a four-point yard- 
stick for determining suitable labor 
and public relations policies, 
Weisenburger declared that the 
program first “must be real, warm- 
ly human, fair and honest, stated 
in fixed and definite terms.” 

Secondly, he said, assurance 
must be provided that the program 
is not “a cleverly worded veneer 
to conceal a lukewarm manage- 
ment attitude. If it stems from on 
high and is administered by top 
authority, the worker will not 
question its sincerity.” 

Third, it must be recognized that 
management and labor will always 


have differences, but to believe 
that capital and labor are natural 
enemies is to “commit national 
economic suicide.” 

Finally, he recommended, the 
administration of industrial rela- 
tions must be in a “fishbowl” for 
all to see. 

Weisenburger declared that 
management can stimulate public 
acceptance of its postwar leader- 
ship by a better dramatization of 
its concern for the problems of 
the people. 

Urging industrial executives to 
keep in close touch with their 
workers, he advised: 

“Talk to your employes; don’t 
be afraid. If it’s still against the 
law for management to exercise 
the rights of free speech, the 
sooner the public knows it by 
court test the better. If manage- 
ment doesn’t take them into its 
confidence, there’s always’ the 
union organizer around. Think of 
the advantage management has: 
the labor organizer sees the work- 
ers 10 minutes a day on the way 
home from work and takes money 


Sees LSTs Landing | 


Trucks in Postwar 

NEW YORK.—Invasion land- 
ing craft may find a postwar 
application in the operation of 
truck ferry services. Such a 
possibility was seen here when 
P. G. Kraemer, assistant traffic 
manager of the Port of New 
York Authority, told a recent 
meeting of the Shippers Con- 
ference of greater New York 
that a proposal had reached 
him for the establishment of a 
truck ferry service between 
Norfolk, Va., and North At- 
lantic ports. 

While no mention of the use 
of LST’s was included in the 
proposal, it was regarded as 
likely that it originated with 
some person to whom the motor 
vehicle carrying ability of the 
landing craft and their facility 
for rapid debarkation had pre- 
sented the possibility of a prac- 
tical peacetime application. 


from them; management has them 
at their disposal eight hours a day 
and pays them.” 


It costs you about a penny-a-day to 
keep abreast of the automotive news— 
better renew NOW! 


Planning in Sales Field 


Christopher Urges Dealers to Get Set 
For Record Production 


DETROIT.— The need for ac- 
celerated postwar planning in the 
sales field as well as on the pro- 

duction line was 
emphasized last 

week by Geo. 

T. Christopher, 
president and 
general manager 

of the Packard 

Motor Car Co, 

at a meeting of 

150 Packard car 
dealers and serv- 

r ice men from 
ee eo -~ 

Christopher and Indiana in 

7 _ the Statler Hotel. 

“The fighting abroad is by no 
means over, and Packard has no 
thought of allowing postwar plan- 
ning to interfere with its produc- 
tion of aircraft and marine en- 
gines,” Christopher said, “but 
advance decisions must be made 
right now by both production and 
sales Operators to shorten any in- 
terval between war production and 
peacetime merchandising.” 

Christopher told the dealers they 


rolling until new production starts 


Wnel 2am — 


proved their ability to meet this final 


W:: SALUTE the American Automobile 


Dealers who—in spite of inadequate 


equipment and the shortage of parts and 


tires—have done 


a magnificent job of 


maintaining cars in service. 


While there is still a big job ahead to 


keep cars and trucks rolling until new 


production starts, Dealers have already 


wartime challenge. 


Many Dealers have told us that they 


are now making application to WPB 


offices for shop equipment needed to 


make essential repairs. Universal C.I.T. 


will be glad to finance these purchases 


over an extended period. 


Financing CaRepairs! 


Dealers know that only needed repairs, made in time, 
can prolong the life of motor vehicles. Car owners, 
fearing repair bills, sometimes disregard this warning. 
Your customers can have their cars reconditioned 
now—spread the cost over many months with 
Universal C.I.T.’s CaRepair Plan. Send for and put 
on display our big, free 3-color Poster. It tells your 
customers the complete story. 


CaREPAIRS—A NATIONWIDE CUSTOMER SERVICE 


UNIVERSAL C.I.T. CREDIT CORPORATION 


ONE PARK AVENUE, NEW YORK 16, N. Y. 


At your service Coast-to-Coast 


could anticipate a record postws 
production of cars, expected to 
reach the 200,000 annual _ rate 
within 18 months after Pac 

gets its: go-ahead on building cars. 


“There is a reconversion job in 
the field of car sales and service 
just as there is in the car factory,” 
he said. “Advance planning on 
part of the dealer is equally netes- 
sary to line up his objectives, set 
his sights and shape his expanded 
organization now, to help reduce 
any conversion lag.” 


L. W. Slack, Packard sales man 
ager, outlined his company’s pro- 
jected postwar sales and merchan 
dising program, designed to paral 
lel the planned increase _ in 
production. 


He pointed out that returning 
veterans will be encouraged to 
enter the sales field and showeé 
how a carefully developed plan has 
already been launched to offer 
Packard shop workers the oppo! 
tunity of aptitude testing and 
training to determine their ability, 
for car sales positions in postwa 
expansion. 

Assistant Sales Manager C. 
Briggs discussed the potential @p- 
portunities in the postwar dealer 
field, and emphasized that com 
petition for the purchaser’s dollar 
“will be keener than ever before, 
not only from the automobile field 
but from all manufacturers.” 

The projected expansion of 
Packard service facilities to match 
increased car production was pre- 
sented by K. M. Greiner, parts and 
service manager. Orders hav 
been placed for new equipment, he 
announced, and installation, based 
on surveys of dealer shop equip- 
ment now being completed from 
coast to coast, will be made 
soon as machinery is available. 

The Detroit meeting set thé” 
pattern for sessions scheduled ne 


month in Atlanta, Ga., and Dallag,..... 


Tex. 


General’s Plant 
Opens Nov. 12 


WACO, Tex.—Plans have been 
completed for the dedication cere- 
monies for the local plant of the 
General Tire & Rubber Co., firs 
tire manufacturing plant in the 
Southwest, to be held Nov. 12-13. 

Capacity of the plant has been 
set at 3,500 tires per day. Syn 
thetic rubber from the Baytown 
plant operated by General will be 
used in the production. Officials 
have announced that tires would 
be rolling off the production line 
within a month after dedication. 


FORT SHELBY 


J. E. Frawley, General Manager 
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They Resent Yankee Methods... 


U. S. Urged to Offer 
Credit to S. America 


NEW YORK.—A common-sense 
credit policy toward Latin Ameri- 
can business men will do more 
than any other thing toward in- 
suring a steady growth in hemis- 
pheric markets after the war, ac- 
cording to Revere G. Sanders, as- 
sistant vice-president of the Fair- 
child Camera & Instrument Corp. 

Sanders has just returned from a 
pan-American consultation on 
geography and cartography in 
Rio de Janeiro, where he talked 
with both official representatives 
and business men of every South 
and Central American country. 


During these weeks in consulta- 
tion, Sanders found, he said, a 
definite resentment against U. S. 
manufacturers and export organi- 
zations because in prewar days 
they were prone to demand cash 
on the barrel head before their 
merchandise left the wharves in 
the U. S. 

“Must Extend Credit’ 

“If we expect to get and hold 
foreign trade, we must extend 
credit up to six months or a year 
if necessary, even though our cus- 
tomers have the money to pay,” 
Sanders added, explaining that 
“the Latin American business man 
operates under an entirely differ- 
ent philosophy in commerce, and 
considers it a reflection against his 
integrity if we refuse to extend 
him credit. 

“In the United States, we have 
done business on a cash basis 
so long we don’t realize that 
long-term credit is still the rule 
elsewhere. Here, if we have the 
cash, we pay it. If we don’t, we 
go to the banks, or issue bonds 
or preferred stock. But we always 
pay. We must realize this funda- 
mental difference and quit forc- 
ing our foreign customers to do 
business our way. 

“Before the war came and our 
exports stopped, we demanded an 
irrevocable letter of credit with an 
order and made no effort to take 
into account our customers’ meth- 
ods of doing business. At the 
same time, the Germans accepted 
this basic difference in operational 
methods and consequently built up 
a vast trade in South and Central 
America. 

Latins Preferred Nazis 

“Furthermore, if the Germans 
today were in a position to furnish 
goods they would still have the 
business. Before the war, the 
Latin Americans in most cases 
bought everything they could from 
Germany, in preference to doing 
business with the U. S., as long as 
the goods were of equal quality 
and price; and sometimes they 
bought inferior merchandise and 


Johnson to Build 
Goodyear Plant 


AKRON.—John A. Johnson & 
Sons, Inc., Brooklyn, was recently 
awarded the general contract for 
the construction of a new subsidi- 
ary plant of the Goodyear Tire & 
Rubber Co., at Topeka, Kan. 
The plant will build tires of a large 
dimension for military use. 

Announcement was made by 
P. W. Litchfield, chairman of the 
board of Goodyear, who said that 
the new factory, a Defense Plant 
Corp. unit, is expected to be com- 
pleted and ready for operations 
about Jan. 1, 1945. It will employ 
400 persons when full production 
schedules are obtained, according 
to estimates by Goodyear Officials. 


Tire Cord Plants Get 


Top Labor Priority 

CEDARTOWN, Ga.—At a meet- 
ing held here recently, tire cord 
and Army duck plants of this sec- 
tion were given manpower priority 
over all other industry in the state, 
according to B. E. Woodruff, of 
the U. S. Employment Service here. 

The action was necessitated by 
the demands of the Army and 
Navy on tire cord and duck plants 
to increase production. Any per- 
son employed in other industry can 
be employed in the tire cord or 
duck plants immediately, it was 
said. 


paid premium prices because our 
competitors offered credit. Some 
U. S. business firms recognized this 
difference in attitude, and extended 
credit, but as a general rule they 
didn’t. 

There has been some “ama- 
teurish thinking” in foreign trade 
in the United States, Sanders 
said, adding, “during the war, 
while we were using all of our 
manufactures at home, in battle 
or in lend-lease, and the Latin 
countries have been selling 
everything they had to us, they 
have built up a trade balance of 
billions. 

“Today they have plenty of cash, 
and there is a tremendous amount 
of business waiting, but to get and 
hold this business we must have a 
realistic foreign trade policy, 
under which we will sell to them 
on their terms, so in turn they can 
produce and sell to us. This will 
build up their countries, making 








IT’S A COMPLETED cabin structure of the new war helicopter, R-6, and 
it’s made of laminated plastic! This plastic material, developed and produced 
by United States Rubber Co., was chosen for the cabin structure because of 
its light weight, tensile strength, rigidity and ability to withstand strains and 
excessive vibration. It is fiberglas, laminated with thermo-setting resin, and 
met specifications of the A.A.F. Materiel Command at Wright Field for this 
new structural use after it was put to many rigid tests. 


go along. It is, I think, as simple 


possible increasing sales and pur- 
as that.” 


chases on both sides as the years 





35 


WPB Amends 


Solvent Control 


WASHINGTON.—The War Pro- 
duction Board last week amended 
Order M-150 (Aromatic Solvents), 
adding nine items to the list of 
prohibited uses of Class A solvents 
and permitting three additional 
uses for Class B solvents. At the 
same time, one definition was re- 
vised and two definitions were 
added to the order for clarification. 

The following nine end uses of 
Class A solvents are prohibited: 
(1) trucks for maintenance, except 
parts; (2) institutional, except for 
hospital operating rooms; (3) in- 
dustrial plants; (4) defense hous- 
ing; (5) commercial and residen- 
tial buildings; (6) model airplanes; 
(7) toys and games; (8) jewelry, 
novelties, cosmetics compacts and 
cigarette cases; (9) artificial flow- 
ers feathers and plumes. 

The following three uses for 
Class B solvents are permitted: 
(1) Use of one drum per month for 
experimental and research work; 
(2) zinc chromate primers for alu- 
minum or magnesium surfaces for 
the military services; (3) use in 
the production of Class B blends. 





"My car is part of my job... 
So I go to the dealer who can MARFAK 
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car, no work. 


my carl” 


OR millions of war workers it 
boils down pretty much to “no 
” More and more of 
them are learning that it pays to go 
to dealers who offer MARFAK lubrica- 


Car owners everywhere get the 
facts about MARFAK through the 
popular Texaco radio program every 
Sunday night. And they read about 
MARFAK in the magazine ads—hear 
about it from their friends. 

They learn that MARFAK is the 
special Texaco chassis lubricant that 
sticks to its job... that resists wear- 
out, wash-out and squeeze-out... that 
prolongs car life. 


Texaco man tell you 


more about MARFAK— how easily it 
can be demonstrated and sold — how 
it builds business— how it can boost 
your lube profits! 





Texaco man today—tele- 


phone the nearest of 2300 whole- 
sale supply points—or write to 
The Texas Company, 135 East 
42nd Street, New York 17,N.Y. 


wu MARFAK 
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Reveals ‘Dealer Package’ eee 


Nash Boosts Discounts, 
Plans Bonus Cars 


(Continued from Page 1) 


and used cars. During the war 
Nash has opened additional zones 
and parts depots in St. Louis, Mil- 
waukee, Cleveland and Atlanta. Ob- 
jective is improved service volume 
on a progressive basis, high volume 
sales, and high dealer return on 
invested capital. 

The new franchise agreements, 

now being signed, will run un- 
til Sept. 30, 1946, unless cancelled 
for causes which include the usual 
reasons, i.e., bankruptcy, death, 
partnership disagreements, lack of 
sufficient working capital, court 
conviction, failure to obtain license, 
failure to develop territory in ac- 
cordance with reasonable stand- 
ards, location change without noti- 
fication, attempt to assign agree- 
ment without approval. 

Territory protection is provided 

with “teeth.” If dealer’s terri- 
tory is infringed by another dealer, 
the infringement fee is paid by 
the manufacturer or zone upon 
proof. Whether manufacturer or 
zone collects the penalty from the 
infringer does not affect payment 
to the infringed dealer. 
6 The agreement also provides 

refunds on price changes, re- 
bates on model changes, repur- 
chases upon cancellations. Use of 
factory-approved standard account- 
ing system is required. 

Nash’s wholesale setup will in- 

clude 15 corporation zones and 
12 distributor zones (additional 
corporation zone will be estab- 
lished shortly in Washington, D. 
C.). Each distributor zone will 
have the same setup as a corpora- 
tion zone, including zone manager, 
business management manager, 
plus assistants; service manager 
and representatives, car distribu- 
tor and assistants, sales promotion 
manager, comptroller and office 
staff, and district managers in the 
field. 

Supporting the dealer  pro- 

gram, a strong national ad- 
vertising campaign is planned. 


Seek High Position 

Keynote of the Nash dealer pro- 
gram, according to Doss, is all 
possible aid toward permanently 
strengthening the position of its 
franchised outlets, with the ex- 
pectation that when the wartime 
backlog of car buying is over, 
Nash, having attained several 
times its prewar car production, 
“will occupy a new position in the 
high volume, low, and medium- 
price car fields.” 

“When the break in backlog 
car buying comes,” Doss de- 
clared, “Nash expects to have 
strong, high-sales volume dealer- 
ships capable of further increas- 
ing car sales and avoiding any 
letdown in the company’s long- 
term planning.” 

As revealed recently by Presi- 
dent George Mason, Nash will con- 
centrate in postwar on its Nash 
Ambassador Six and the low-priced 
Nash 600, introduced in September, 
1940. Nash points with pride to 
the fact that, just prior to the war, 
its two entries enjoyed the high- 
est rate of sales gain in the field. 

Nash has spent two years work- 
ing out its postwar “dealer pack- 
age,” studying competitive dealer 


WPB Okays Nash Bid 


On Preparatory Work 

DETROIT. — Looking toward 
resumption of automobile pro- 
duction, Nash Motors has been 
authorized by the War Produc- 
tion Board to engage in limited 
preparatory work in producing 
experimental models of civilian 
passenger cars. 

A. M. Wibel, vice-president of 
Nash-Kelvinator, said the au- 
thorization involves initial ex- 
penditures amounting to $90,000 
between September, 1944, and 
February, 1945, and was ap- 
proved under Priorities Regula- 
tion 23. In obtaining the au- 
thorization, he said, no civilian 
planning would be undertaken 
that would interfere in any way 
with the company’s war work 
and the workers involved will 
be limited to planning engineers 
and technicians. 


programs, surveying its and other 
dealer sales and service operations, 
correcting prewar deficiencies, etc. 


The result is the most aggressive 

program in Nash history, a dealer 

presentation and prospectus that 

covers all phases exhaustively. 
Views Presentation 

This writer sat through a special 
presentation in Doss’ office along 
with his two assistant general 
sales managers, O. L. Arnold and 
B. C. Anderson. The “flip-flop” or 
easel presentation (this one hap- 
pened to be for a Springfield, O., 
dealer or prospect) is adaptable to 
any dealer or prospect through 
substitution of a few specialized 
pages. 

Subject matter covered is: (a) 
“Bigger Profits for Few Dollars”; 
(b) “The Postwar Market”; (c) 
“Nash Pre-War”; (d) “The War 
Period” and (e) “The First Five 
Postwar Years.” 

Section (a) details Nash’s plans 
for three times as many cars as 
were produced in 1941; for 1,500 
(later 1,800) dealers in “important 
automobile markets.” 

Section (b) points out that 
nine million more families now 
have incomes of over $2,000 a 
year, compared with 1939; that 
Americans have accumulated 
spendable savings representing 
enough money to buy 178,000,000 
passenger cars; shows a table 
forecasting postwar car demand 
and production for five years 
after go-ahead is given (see 
table elsewhere on this page). 

Section (c) gives data on Nash’s 
two lines of cars. 
Everything Is Ready 

Section (d) tells of Nash’s man- 
agement and financial position; 
points that Nash now has 1,300,000 
more square feet of factory space 
than before the war; cites the 
company’s large scale war produc- 
tion; calls attention to the fact 
that Nash has already blue-printed 
every foot of every building, 
ordered equipment and _ supplies 
preparatory to postwar output; 
notes that company has developed 
new technical department on serv- 
ice, which will analyze situations 
and will operate a service labora- 
tory under actual dealer operating 
conditions; points up company’s 
advertising program which will be 
extended in postwar to cover vari- 
ous media. 

Section (e) is the nub of the 
presentation. It points out that 
“basic contracts will be estab- 
lished commensurate with the 
combined capacity of ourselves, 
as well as the dealer, to pene- 
trate the dealer’s local market 
during a normal year.” Also 
covered are the bonus cars, serv- 
ice and parts potential for the 
individual dealer or prospect, his 
estimated fixed expense, dealer 
discounts, used car gross esti- 
mates, selling expense, capital 
and floor space required, plus 
estimates on profit possibilities. 

The company’s current campaign 

is to sign “basic” contracts with 
its dealers, which call for the de- 
livery of two-thirds of the com- 
pany’s unit production. Over and 
above these basic commitments, 
the company is prepared to provide 
its dealers with additional cars— 
60 percent or more above the basic 
—in the period of the seller’s mar- 
ket. Object of the bonus plan, ac- 
cording to Doss, is to provide (a) 
extra dealer profit on early new 
car sales; (b) establish local public 
acceptance, reputation and trade- 
in values of used cars; and (c) 
build service and parts volume for 
future income. 

After a presentation, each dealer 
or prospect is given a red and 
silver embossed “Nash Dealer Pros- 
pectus” booklet, summarizing 
Nash’s plans and details of the 
individual’s potential. Nash’s dealer 
franchise agreement is also en- 
closed in a nifty booklet (white 
and silver). 


Derrick Honored 


CLAYTON, Ga—C. L. Derrick, of 
Derrick Brothers (Ford), has been 
named by Gov. Ellis Arnall to a com- 
mittee of 100 Georgians chosen for 
“outstanding achievement in commerce 
and community service” to help begin 
a five-year program in the State. 


DISCUSS NASH’s postwar dealer “package.” 


Left to right, B. C. 


Anderson, Nash assistant general sales manager; O. L. Arnold, assist- 
ant general sales manager; H. C. Doss, general sales manager, and 
Pete Wembhoff, editor of Automotive News. 


No Tiger Juice? 


*Gator-Tail Oil to Sawdust—Wartime 


Motor Fuels 


WASHINGTON. — Misery ac- 
quaints men with strange bed- 
fellows—and total war acquaints 
protesting motors with strange 
fuels and lubricants, particularly 
in those countries that are with- 
out materials and means for mak- 
ing synthetic oil products, accord- 
ing to an article appearing in the 
current issue of Foreign Commerce 
Weekly, official publication of the 


Department of Commerce. 
Substitute fuels and lubricants 

run the gamut of peacetime addi- 

tives used for blending with 


V-E Plan Slated 
To Start Rounds 
For Approval 


WASHINGTON.—Lopping off of 
500 of the 700 WPB orders now in 
force is expected in the detailed 
plan from dropping industrial con- 
trols on V-Day in Europe which 
was due to be completed and 
started on the rounds for approval 
last week. 


Remaining restrictions, designed 
to protect continued flow of sup- 
plies for the war against Japan, 
will cover textiles, chemicals, forest 
products and some other war items 
expected to be scarce even after 
40 percent of war contracts are 
cancelled. 


Speedy approval of the plan of 
J. A. Krug, acting WPB chairman, 
seemed assured since it is said to 
conform to the pattern of relaxa- 
tion indorsed unanimously by WPB 
members a few weeks ago. 


As now scheduled, the V-E Day 
program will be made public by 
Krug as soon as the other agen- 
cies give clearance, and will go 
into effect automatically when 
fighting in Europe ends. 

Biggest problem encountered is 
said to be liquidation of the con- 
trolled materials plan. CMP will 
be liquidated at the end of the 
quarter in which V-E Day occurs, 
but some method is sought for 
replacing CMP allotments with 
priority certificates for manufac- 
turers who remain in war work 
after Germany collapses. 


Trucks 


(Continued from Page 1) 


7,895; Dart Truck Co., Kansas 
City, Mo., 4; Divco, Detroit, 856; 
Diamond T. Motor Car Co., Chi- 
cago, 1,715; Federal Motor Truck 
Co., Detroit, 547; Ford, 23,238. 
Four Wheel Drive Auto Co. 
Clintonville, Wis., 19; International 
Harvester Co., 8,098; Mack, 604; 
Reo, 1,890; Studebaker, 2,400; 
White, 758; and GMC, 4,390. 


Oregon Area Dealers 


To Convene Oct. 10 
PORTLAND, Ore.—Car dealers 
of Oregon and southwest Washing- 
ton will gather in Portland Oct. 10 
to greet President D. G. Kelly of 


the National Automobile Dealers | 


Assn. 

A luncheon meeting 
Multnomah Hotel is 
President Catlin Wolfard of the 
Portland association. 


at the 


\F 
lc 


Run Gamut 


petroleum products, plus a large 
group of unrelated materials rang- 
ing from alligator-tail oil to saw- 
dust, states the author, Dorothy 
Knibb, of the Bureau of Foreign 
and Domestic Commerce. 


In many countries anhydrous 
alcohol is mixed with gasoline in 
varying proportions, and in some 
countries a small quantity of in- 
dustrial alcohol is used straight. 


Cuba is reported to have a large 
production of alcohol from mo- 
lasses and late in 1942 decreed that 
a mixture of 65 percent gasoline 
and 35 percent alcohol be used in 
motor cars. The ratio was later 
revised to 75 percent gasoline and 
25 percent rum. 


On the Island of Martinique a 
heady preparation of gasoline and 
rum has been developed for use in 
motors. The profligate proportions 
of 92 percent rum and 8 percent 
gasoline are recommended. 


In many places from Sweden to 
Spain and from Argentina to 
Australia there has been a wide- 
spread conversion of motors to 
the use of producer-gas, popularly 
known as gasogenes, which origi- 
nally came into use after World 
War I. Reports indicate that more 
than 70,000 vehicles in Sweden 
were operating on gasogenes at 
the end of 1943. France in 1939 
produced 1,500 gas _ generators. 
With the German occupation the 
number multiplied and in 1943 was 
estimated at 80,000. 


Brazil is reported to have used 
alligator-tail oil successfully as 
fuel for a diesel motor at Tefe in 
the State of Para. Free China 
has converted tung oil into motor 
fuel. The Japanese claim to have 
produced oil from natural rubber 
in the Netherlands East Indies 
while the United States was mak- 
ing synthetic rubber from oil. 

Apparently no satisfactory sub- 
stitutes have been found for lubri- 
cating oil, and most so-called sub- 
stitutes are mixtures of reclaimed 
lubricants from petroleum coal 
liquefaction, or shale distillation, 
and vegetable oils. 


DODGE-BUILT Army trucks like this one have been flown to . 
planned by | in China, where they are used to tow B-29 Superfortresses of the 20th AD 
orce, according to a report from Wright Field headquarters. 
orps photo shows a U. S. Army truck carrying part of the French 2d Moroce 
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Tank Amphibian 
Demonstrated ~ 


By Borg-Warner” 


KALAMAZOO.— Far from sal 
water, this inland city justffied 
Friday its designation as a “lead- 
ing’ shipyard when the latest_y 
hicle in the U. S. Navy’s amphibian 
tank program was demonstrated 
on land and in the water. on 


Although discussion of its de- 
tails is restricted by the Bureat 
of Ships for security reasOns 
more than 125 suppliers of parts. 
for the improved amphibian tank 
were permitted to witness “the 
landing craft in action. They were 
guests of Ingersoll Steel & Disq 
Division, Borg-Warner, designe 
and prime contractor of the new 
amphibian. an 

With high Navy officials accom- 
panying them, the visitors toured 
assembly lines and _ proying 
grounds, where a fleet of amphib- 
ians was put through its paceg 
over difficult obstacles. 


An unusual situation was re- 
vealed in the plant itself woe 
hundreds of men and women*¢m- 
ployes, many of the latter doing 
heavy duty as welders, are pro 
ing the “boats.” Here, it was ex- 
plained by R. S. Ingersoll, works 
manager, the offer of free rid 
on completed tanks is proving an 
attractive spur toward perfect at 
tendance records. 


Ingersoll sketched the story of 
how his concern, which for 64 
years has produced spring he 
and rake teeth, discs, and other 
agricultural parts, has grown sin 
1941 into one of America’s foremost 
manufacturers of amphibian tanks. 

It has manufactured both th 
LVT-1 and LVT-2 models sinee~ 
Cc. S. Davis, president, and R. 
Ingersoll, vice-president of Borg 
Warner, agreed in the summerof” 
1941 to design and develop the ney 


wae 


amphibian vehicle desired by th 
_ipnemnerenme 


Navy, he said. 

Said the Navy in a release fro 
Washington: “It was on the bloo 
beach of Tarawa that the am- 
phibian tractor, which in many 
previous assault on enemy terff 
tory has proved a _ particularl 
formidable member of the Navy’s 
landing craft fleet, demonstrated 
that for getting our invasion forceg 
ashore on the coral-bristling atoll 
of the mid-Pacific it is absolutely 
without equal... .” 


Kucher Awarded « 


Bendix Promotion 


DETROIT.—A. A. Kucher, d 
rector of research of Bendix Avia- 
tion Corp. and chairman of it 
long-range planning committee, has 
been elected a vice-presiden 
Ernest R. Breech, president, a 
nounced last week. 

Kucher is head of the corpora 
tion’s central research laboratories 
in Detroit and has charge of 
vestigating and developing nev 
product activities and new busi- 
ness opportunities for Bend 


through the long-range planning 


committee’s work, it was stated, 


U. S. Bas 


This Signal 


Division through an Italian town enroute te the German front. 


aAbadadea 
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“OPPORTUNITY 


OR A “COMER” IN ADVERTISING 


with Leading Chicago Manufacturer 


The right man will start at $100 a week 
in this job—with a wide-open chance 
to go on up from there. 


It isn’t a berth for a beginner or a 
man who has “arrived”— but for a man 
of 25 to 35 whom the draft has passed 
by, who’s on the way up, and far 
enough on the way to prove it. 


We want a man with actual advertis- 
ing experience either in an advertising 
agency or in a company advertising 
department in which advertising pro- 
motional ideas and materials are de- 
veloped regularly. 


The principal duties in this job will 
be (1) to develop and produce a house 
organ, and (2) to lay out and develop 
sales promotions, promotional material 
and sales helps. 


All applicants will hear from us 
promptly, and those best qualified will 
be interviewed where they live, or 
brought to Chicago at our expense. 


All applications will be held in strict 
confidence—reviewed by the vice pres- 
idents in charge—and returned when 
the job is filled. Our own people know 
about this advertisement. 


So write fully—give us the complete 
picture as to your education and ex- 
perience, although experience in the 
automotive field is not required, it will 
be helpful and should be given in de- 
tail. Include such references as you 
care to have us check carefully. Also 
include a good photograph, which we 
will also return. 


Address Box 786, 
Automotive News, Detroit 2. 





PARTS MANAGER needed by _ central 
Ohio Chrysler-Plymouth parts distribu- 
tor. Liberal salary and bonus. Experi- 
enced man. Contact Mr. Wood, McClure- 
Nesbitt Motor, 611 E. Broad, Columbus, 
Ohio. 


—_ 





TOOL AND PROCESS ENGINEER. Man 
‘yw of exceptional caliber. Experienced in 
tooling for and production of precision 
metal automobile and aircraft parts. 
Able to carry job from tool designing 
stage through to production. Excellent 
postwar opportunity for qualified man. 
Give complete details of experience and 
salary. A. B. Equipment Mfg. Co., 
2133 W. Fulton, Chicago, Iil. 





ae—mBODY AND FENDER MAN, permanent, 
, essential. Wire or phone’ Ingman 
Motors, 1864 SW 8th St., Miami, Fla. 





RADIATOR REPAIRMAN. 5% days, 

hours, $68.75. Steady work. Modern 
shop. Quint Bros., Inc., Hammond, 
Indiana. 


‘ General Manager 
Wanted 


One capable of taking full 
charge of a new modern “One- 
Stop” sales and service organi- 
zation with a 1,000 new car 
contract. Substantial salary, 
plus percentage of profits. Give 
complete particulars in _ first 
letter. All information will be 
treated in confidence. Box 789, 
c/o Automotive News, Detroit 2. 





TRUCK MAN 


One of the largest new truck dealers 
in the Middle West has an exceptional 
opportunity for a proven truck man- 
ager. Must be $10,000 man or better. 
Give complete business history. Box 
715, c/o Automotive News, Detroit 2. 


‘ 





a 


WANTED! AN Al 
GENERAL MANAGER 


We want a top-notch experienced 
General Manager as soon as pos- 
sible. A sober, industrious go0- 
getter of unquestioned ability and 
character, a man capable of taking 
entire charge of the largest_Chevro- 
let dealership in New England. 
The man we want must be in good 
health—he must have sound execu- 
tive ability, vision, enthusiasm, and 
a proven record of directing volume 
sales preferably, but not neces- 
sarily, in the Automotive field. He 
must have the knack of getting 
sincere co-operation from all the 
various departments from sales to 
service. This is a big-time job with 
commensurate reward and with a 
Particularly bright future. The 
salary will be unusually substantial 
plus a bonus. If your record quali- 
fies you to apply write us immedi- 
ately citing it in full. Replies 
treated in strict confidence. 


Cooley Chevrolet 


Co., Ine. 
158 Whalley Ave. 
New Haven, Conn. 


i 


{ 
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CLASSIFIED 


HELP WANTED 


TOOL AND PROCESS ENGINEER 
Man of exceptional caliber. Experi- 
enced in tooling for and production of 
precision metal automobile and aircraft 
parts. Able to carry job from tool 
designing stage through to production. 
Excellen postwar opportunity for 
qualified man. Give complete details 
of experience and salary. A. B. 
Equipment Mfg. Co., 2183 . Fulton, 
Chicago, Ill. 











WANTED: District Sales Man- 
agers for rapidly expanding auto- 
mobile manufacturer. Age 30 to 
45, high school education, 5 years 
or more experience in wholesale 
operations in automotive field. Dis- 
tricts open in several parts of 
country. Salary and traveling ex- 
penses. Factory car furnished. 
Present employees know of this ad. 
Address Box 782, c/o Automotive 
News, Detroit 2. 





WE NEED CAPABLE SERVICE MAN- 
AGER. Good-going: business. Town 
30,000 in Western Pennsylvania. Good 
living and working conditions. Salary 
and profit-sharing plan. Write or call 
Greensburg Motor Company, Dodge- 
Plymouth, Greensburg, Penna. 





WANTED—BRANCH MANAGER by lead- 
ing manufacturing company. Must have 
organization ability and be experienced 
in merchandising trucks and trailers on 
large scale over a period of years. 
Knowledge of production and markets 
important. Excellent future opportunity 
for the right man. Write and give us 
your experience. Box 788, c/o Automo- 
tive News, Detroit 2. 





PERMANENT POSITION FOR AUTOMO- 
TIVE SALESMAN. An old established 
manufacturer of staple products used in 
the production of automobiles has an 
opening in the Detroit area for a sales- 
man with connections in the automotive 

in selling 


industry and experience in 


this field. State age, experience and 
income required. Box 785, c/o Automo- 
tive News, Detroit 2. 





POSITIONS WANTED 





SERVICE MANAGER—Progressive, capa- 
ble all details. Experienced all cars. 
100% public, personnel, volume control. 
2309-A North 46th St., Milwaukee, Wis- 
consin. 





SALES AGENT 
AVAILABLE 


for reputable manufacturer. Or would 
consider appointment as district or 
sales executive. 37 years old. Fifteen 
years experience selling and merchan- 
dising three diversified lines. Last nine 
years and now with prominent na- 
tionally known concern. Currently 
handling million dollar volume with 
automotive wholesale trade in eastern 
territory. Box 1779, c/o Automotive 
News, Detroit 2. 





American, expert knowl- 
edge of Latin America. 


Fluent Spanish, French; 
fair Portuguese. Fifteen 
years automobile export 
experience. Executive 
background. 


Available January. 


Box 1784, c/o Automotive 
News, Detroit 2. 





ee 


SALES REPRESENTATIVE. Pre-war dis- 
tributor of automobile and truck equip- 
ment, now in government service at 
Washington, desires early permanent 
sales connection for Cleveland, Ohio and 
vicinity on either salary, commission or 
manufacturers’ agency basis. Box 787, 
c/o Automotive News, Detroit 2. 


iT 


NEW CARS WANTED 


————————— TT 


WANTED TO BUY a number of new 
passenger cars. Any make considered. 
Send list with prices to Rogers Motor 
Company (Chrysler dealer), 4th &} 
Frankfort, Tulsa, Okla. 


TEN CENTS 


i 


WANT 


PER WORD f 


1923 BUICK 6 CYL. SEDAN in storage 
for 12 years, like new, a real ad for a 
dealer’s showroom. U. 8. Best Truck 
Sales, 1689 Bedford Ave., Brooklyn, N. Y. 


WILL SELL INDIVIDUAL at guaranteed 
ceiling 1942 Buick, 5-pass. sedan, model 
91. Radio, heater, driven 251 actual 
miles. Price $2,894. Also 1941 Buick, 
7 pass. sedan, model 90. Radio, heater, 
low mileage, 5 perfect tires. Price 
$3,112. Nashville Motors, Inc., Nash- 
ville 3, Tennessee. 


FOR SALE—WHOLESALE—Entire stock 
20 used cars. 1941 to 1937. Buicks, 
Oldsmobiles, Chryslers, Lincoln-Zephyrs, 
Packards, Plymouths, Pontiacs and 
Chevrolets. Philadelphia Motor Car Co., 
~~ South Broad S8t., Philadelphia 47, 
a. 


1941 CADILLAC 67, 5 passenger sedan, 
radio, heater, white tires, black finish, 
35,000 miles, good condition. Dave 
Towell, Jefferson 7121, Akron, Ohio. 


1941 CHRYSLER CROWN IMPERIAL 6- 
Pass. sedan, radio, heater, fluid drive, 
black finish, white side walled tires, 
little over 18,000 miles, in excellent 
mechanical condition. Inquire—Mr. Stone, 
Cadillac Oldsmobile Co. of Canton, 
Canton, Ohio; telephone 5145. 


WHOLESALING 1937—42 cars, stop in, at 
Sam Greenfields, 6700 Euclid, Cleveland, 
Ohio. 


AUTO AUCTION ™ 
every Friday 
The best place to buy or sell, in the 
Middle West. 
DEALERS ONLY 
We will buy your complete stock, 
call or wire, 


ART WATSON 
3215 Reading Rd. Cincinnati, O. 


USED CARS 
1941 Chrysler Imperial Limousine 8 
Passenger Sedan. All electrical con- 
trolled windows and glass partition. 
Radio and air conditioner. Double 
Eagle Goodyear tires. 


MAC MOTOR SALES 


10330 Livernois 
Detroit, Mich. Northlawn 9765. 





1937 CADILLAC ‘‘85’’ seven passenger 
town car, black finish, 6-ply whitewall 
tires. Actual mileage, 33,000, car like 
new. Fourth Street Motor Sales, 
Kalb, Illinois. 


USED CARS WANTED 


SEVEN PASSENGERS, limousines, large 
fives; cars must be clean. Prices 
reasonable. McCLINTOCK - CADILLAC, 
Lansing, Mich. 


WANTED LATE MODEL clean used cars. 
Will buy 10 to 100. Write or wire col- 
lect, description and price. Nashville 
Motors, Inc., Nashville 3, Tennessee. 
Phone 5-1246. 





TRUCES FOR SALE 


7 NEW PRE-WAR GMC 


DIESEL TRUCKS FOR SALE 
at considerably less than ceiling 
price. 


FRED BEASLEY COMPANY 
Williamsport, Pa. 





STUDEBAKER HEAVY DUTY, short 
wheelbase Cab & Chassis, prewar 
8.25 x 20 tires. Lauritzen Motors, 


Richmond, Va. 





FOR SALE, 1936 Autocar, cab over engine 
tractor with 28 foot van body complete. 
In excellent condition. Community Mo- 
tors, 505-07 4th St., LaCrosse, 
Wisconsin. 


So. 





TRAILER, loads four passenger cars, two 
above and two below, made by Mechani- 
cal Handling Systems, Detroit. Model 
year 1939, tandem wheels, 8.25x20 tires, 
rubber 50%, general condition of trailer 
good. Riegel Brothers, Spokane, Wash- 
ington. 





TRUCES WANTED 





FORD DEALER WILL purchase any 
amount new 1944 Ford trucks on profit 
sharing basis. LASKY MOTOR CAR 
CORPORATION, 90 Montrose Ave., 
Brooklyn 6, New York. 


WANTED NEW OR USED stand or semi- 
stand type, Drive Panel Bodies on % to 


1 ton chassis. What have you? Wayne 
Motors, 432 West Main St., Fort 
Wayne 2, Indiana. 

WANTED FOUR NEW FORD ¥% ton 
pickups or panels 1942. Richman, 
Phipps & Associates, 3063 Penobscot 
Bldg., Detroit 26, Cadillac 0611. 


AD DEPARTMENT 


y 


Eh Ol a 





NOTICE—We have 1942 CHEVROLET 
PARTS: Doors, Trunk Lids, Upholstery, 
Hardware and Glass, 40% to 60% off 
list. Write for free complete price list. 
Cooper-Lewis Co., Inc., 238 Broadway, 
Revere 51, Mass. 








DOORS to fit 1938 to 1941 Studebaker 
Sedan, Chrysler 1941 Sedan, also cush- 
ions. U. 8S. Best Truck Sales, Brooklyn, 
N. Y. 





PARTS WANTED 





WANTED—ONE STARTER (for 1942 
Buick large size motor, used on a 
century, roadmaster or limited model. 
Perry Buick Corporation, 1414 Granby 


Street, Norfolk 10, Virginia. 


WANTED—Right front door for '40 Buick 


Super Sedan 4-door, new or used. Key- 
stone Garage, Part Allegany, Pa. 


WE WANT, new or used, right front 
fender for a 1940 Buick, 50. series. 
Will pay top price. Jacobson-Gordon, 
Inc., Eighth Ave. at Library S&t., 
Homestead-Munhall, Pa. 


WANTED 39 Bantam motor or crank- 


shaft. Burns Automobile, Dayton 5, Ohio. 


WANTED NEW OR USED 1940 Plymouth 


Model P-10 frame. Kauffman Buick 
Company, 1319 W. First Ave., Spokane, 
Washington. 


COMPLETE HOOD for 1942 Chevrolet 
Passenger car, also upper radiator baffle. 
Wire collect. Hauser Chevrolet, Bethle- 
hem, Pa. 


WANTED—CHASSIS FRAME for 1941 


Plymouth Convertible Coupe and One 
CHASSIS FRAME for 1941 Plymouth 
Sedan. Dunham Motors, 283 Meeting 
Street, Charleston 9, South Carolina. 


ACCESSORIES FOR SALE 





100 MOPAR DELUXE HEATERS $21, 
200 Mopar, 8 tube radios @ 3, 10 
used 1942 Chrysler 6 cylinder cars and 
one new 1942 Hudson station wagon. 
F.0O.B. at Eleventh Street Motor Com- 
pany, 1120 So. 11th Street, Philadelphia, 

‘a. 


STATION WAGONS WANTED 


WANTED NEW 1939 Ford station wagon 
a. Garber’s Garage, Elizabethtown, 
a. 


STATION WAGONS FOR SALE 


FOR SALE, STATION 
two sixteen passenger left in stock. 
Goffe Motor Company, N. W. Corner 
7th. & Court, Pueblo, Colorado. 





WAGONS—Just 


1942 INTERNATIONAL STATION 
WAGON, all matched tires, refinished. 
$500 under ceiling, $1,300. Perfect con- 
= FLYING DUTCHMAN, Toledo, 
Ohio. 


TRUCK EQUIPMENT FOR SALE 


tS) 


NEW 100 H.P. 1942 Ford 134” Chassis 
and Cab, Anthony D6-Dump body, 3 
yard water level, 7” additional ends, 
617 double arm . hoist, TRG400CH 
Truckstell conversion, 1450 Eaton 2 
speed axle, 700x20 front tires, 
duals rear, vacuum brakes. 
1942-2 Ford-6 cyl.-134” chassis and cab, 
32x6-10 ply tires. 1 new 1942-2 ton 
GMC Model CCW-403, 248 engine, Tan- 
dem axle, 178” wheelbase. Prices $100 
below OPA price, Chicago. CROSSTOWN 
MOTOR COMPANY, 4655 Washington 
Blvd., Chicago, Illinois. 





AUCTION 


BEN FISHEL AUTOMOBILE 
AUCTION COMPANY 
at 10:30 am. 
Every Tuesday—Rain or Shine 


Used Cars and Trucks On Hand 
At All Times 


FOR DEALERS ONLY 
WE BUY WE SWAP WE SELL 
COME BUY COME SELL 


Phones 127-128-591 
2112-14-16 Sycamore St. 
Cairo, Il. 











EQUIPMENT WANTED 





PARTS DEPARTMENT steel shelving and 
bins wanted. Liberty Public Service, 
Liberty, N. 


EQUIPMENT FOR SALE 





1—MODEL B Master Frame and Align- 
ing Machine, complete with Bean Align- 
ing Heads and Frame straightening 
toois and jacks. 1—Speedway Wheel 
Repair Machine, complete with tools 
and jacks. 1—55-J Bean Wheel Bal- 
ancer. 2—Extra Bean Aligning Heads. 
PRITCHARD MOTOR COMPANY, 
CHARLESTON, W. VA. 


MISCELLANEOUS 


WANT NEW SCHOOL BUS CHASSIS, any 
make, new 158” Ford trucks. Any 
make new or used cars. KNOP- 
SCHAEFER, Wholesale Distributors, 
915 N. Illinois, Riley 0827, Indianapolis. 











WANTED AMBULANCE, preferably four 
cots. Essential. For municipality. Rush 
all information. New preferred. Lester 
a” 1301 K St., Sacramento, Cali- 
ornia. 





CRANKSHAFT Grinding & Metallizing. 
JOHN P. HUGHES MOTOR CoO., INC., 
801 Commerce, St., Lynchburg, Virginia. 


$250.00 Reward 


Offered for recovery of black 
1941 Buick corivertible coupe, 
motor No. 54867051. $100.00 for 
information leading to its re- 


covery. 
Box 790, c/o Automotive News, 
Detroit 2. 


carburetor business. Well 
N.W. Kansas. Priced right. Box 770, 
e/o Automotive News, Detroit 2. 





tributor desires to sell profitable 
ness, inventory, and equipment. 
opportunity for postwar period. Located 
in Eastern city, population approxi- 
mately 1,500,000. Box 774, c/o Auto- 
motive News, Detroit 2. 


AUTOMOBILE BUSINESS including Ga- 
rage and Equipment in a real prosperous 
farming town, have held G. M. franchise 
for a number of years. Location East- 
ern New York State. Box 781, c/o 
Automotive News, Detroit 2. 


: 





PARTNERSHIP WANTED 





eral Motors, Chrysler or Ford. Experi- 
ence includes five years managing same 
Dodge and Plymouth Dealership. Health 
reason for making change. Prefer town 
of 7,000 or smaller in West Texas, New 
Mexico, Colorado or Arizona. Potential 
100 to 150 cars. Am 36, and married. 
For interview, write Box 780, c/o 
Automotive News, Detroit 2. 





DEALERSHIP WANTED 





WANTED SMALL ESTABLISHED Truck 
Passenger 


tion unessential. Experience 18 years 
with truck manufacturer. Age, 39. Box 
783, c/o Automotive News, Detroit 2. 





LARGE SOUTHERN FINANCE COM- 
PANY will assist in the 
good dealerships, 
have several buyers. Replies treated in 
strict confidence. Box 762, c/o Auto- 
motive News, Detroit 2. 





YOUNG DEALER EXECUTIVE with 
proven record will pay cash for estab- 
lished dealership with 500 to 800 car 
potential, or will buy part interest. 
Replies kept confidential. Box 776, c/o 
Automotive News, Detroit 2. 





DEALERS WANTED 


DEALERS WANTED for our. electric 
highway and platform trucks. Profitable. 
Investigate today. Consolidated Bus & 
Equipment Co., 420 Lexington Ave., 
New York City. 








BUSES FOR SALE 





FOR SALE—1942 CHEVROLET 33 
passenger bus. New in August, 1943. 
7:00x20 tires front, 34x7 duals rear. 
Union City Body with high head room. 
Price $4,000. 

1942 Mercury converted into a 15 adult 
passenger coach. This is a nice piece 
of equipment. Ceiling price on request. 





N. Willis Garage, Mercer, Pa. 
BUSES OF ALL TYPES available. 
(Wholesale prices.) 250 brand new 


Wayne 20-passenger bus bodies, $275 
each. Consolidated Bus & Equipment 
Ce., 420 Lexington Ave., New York City. 





BUY BONDS 
IT'S UP 10 YOU! 


Kk 


ROSE FROM THE RANKS 


We call him “Frank.” That is not his given 
name. But names don’t matter. Facts DO. And 
this story is real fact... atrue sketch of the business 


Reading time: 1 minute, 35 seconds. life of an automobile dealer, supported by records in 


PLYMOUTH 


RANK’S business life started on the very 
lowest rung of the ladder. But he climbed 
steadily .. . taking full advantage of every open- 
ing that offered. Folks were glad to see him 
reach higher and higher. They even gave him a 
push as occasions arose. 

The first job he took was washing cars in an 
automobile dealer’s shop. The locale was in a 
small but thriving steel town. It was 1909. By 
1919, he had become successively a mechanic, 


then shop foreman and service manager. 


His boss finally agreed that Frank was 
equipped for sales work. Here again, Frank’s 
talents marked him for advancement; and hav- 
ing learned every phase of the business the hard 
way, he was made general manager of the entire 
operation. 

Frank’s case is the perfect example of a man 
who grew with the industry . . . grew because 


the opportunity was there, and because his 


initiative was encouraged by everyone. 


The chance Frank had his eyes on came in 
1930. Thrifty habits and a reputation for know- 


‘stuff?’ among business men and car 


ing his 
owners in the community qualified him for a 
Dodge-Plymouth dealership in his home town. 


His application was accepted. 


the files of Chrysler Corporation. 


That put Frank in business for himself .. . 
the goal which enterprising Americans have 
always sought . . . and will again. Before the 
war, he was selling over 1000 cars and trucks 
a year. His volume exceeded a million dollars 


in 1941. 


Frank’s experience is merely another perfect 
example of how competitive enterprise has 
enabled young and vigorous men of this nation 
to progress as far as their beliefs, desires and 
industriousness could take them. It is proof as 
well that the automobile industry has always 
been a well paved road to advancement for men 
of integrity and energy. That goes for its every 


branch—manufacturing, selling, servicing. 


There should again be favorable openings 
for alert, ambitious fellows to establish them- 
selves in the automobile business. When peace 
comes once more, this industry will offer them 


every chance according to their ability. 


YOU'LL ENJOY MAJOR BOWES, THURSDAYS, 9 P. M., E.W.T., CBS Network 


Today dealers handling Chrysler Corporation products provide vital wartime automotive services 


Chrysler Corporation 


. DODGE DE SOTO 


CHRYSLER ° 


JOIN THE ATTACK—BUY MORE WAR BONDS 


DODGE Job-Rated TRUCKS 
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